





Fhe NATIONAL 
| UNDERWRITER 


Like Inswrtance Edition 


FATHER & SON TEAMS 


Associated with New England Mutual 


Baltimore 


Boston 
(Hays Agency) 


Boston 
(Partridge) 

Boston 
(Summers) 


Buffalo 
San Francisco 


Buffalo 


Charlotte(N.C.) 


Chicago 
(Fowler ) 

Chicago 
(Thurman) 

Cincinnati 


Columbus (O.) 
Denver (Col.) 


Des Moines 
Harrisburg 


Hartford 


Honolulu 


Jacksonville 


Los Angeles 
(CH. & B.) 
Boston-Hays 
Los Angeles 


CP. D. & B.) 
Louisville 


Topeka 
Manchester 


Newark 


New York 
CHuppeler) 


New York 
(Schmidt) 


Parkersburg 
Pittsburgh 
Richmond 


Roanoke 


San Francisco 


Savannah 


ROBINSON ab fly 


SAVAGE, FREDERICK A. 
SAVAGE, FREDERICK A., JR.* 


McKENNEY, FRED P. 
McKENNEY, FRED P., JR 


TIBBETTS, MILLARD A. 
TIBBETTS, ALDE} 


PARTRIDGE, RICHARD W.* 
PARTRIDGE, RICHARD W., JR 


SUMMERS, MERL : 
SUMMERS, M. GREELY 
SUMMERS, JAMES G. 


TOOMBS, HERBERT W 
TOOMBS, BERNHARD A.+¢ 


WADSWORTH, WILLIAM L.* 
WADSWORTH, RICHARD H 


CHARLES J. 
CHARLES J., JR 


, J. BARBER 
. REI 


MACK, EDWARD E. 
MACK, EDWARD E., JR 


THURMAN, EDWIN B.* 
THURMAN, EDWIN B., JR 


RANDOLPH, GUY D 
RANDOLPH, GUY D., JR 


SMITH, PAUL M.* 
SMITH, PAUL M., JR. 


SAMUELS, ISADORE* 
SAMUELS, ROBERT N. 
SAMUELS, WILLIAM D 


FISCHBECK, RALPH W. 
FISCHBECK, ARTHUR M. 


McDOWELL, JOHN C. 
McDOWELL, JOHN C., JR. 


WAGNER, WILLIAM B.* 
WAGNER, WILLIAM R. 


HOUSE, W. WATSON* 
HOUSE, ROBERT S. 
KIRKBY, ERNEST 
KIRKBY, RICHARD E. 


HAYNES, JAMES J. € 
HAYNES, WARREN M. 


LIPSCOMB, JAMES H.* 
LIPSCOMB, JAMES H., III 


HAYS, ROLLA R. 
HAYS, ROLLA R., JR.* 
HAYS, WM EUGENE* 


BARE, EDWARD F. 
BARE, BRUCE* 


PAYTON, ALBERT E.* 
PAYTON, HAROLD E 


CHESCHEIR, GEORGE M.* 
CHESCHEIR, GEORGE M., JR 
CHESCHEIR, WILLIAM B. 
CHESCHEIR, THOMAS 


NUTE, CARL S. 
NUTE, JAMES C.* 


BOWES, C. VERNON* 
BOWES, NORMAN A. 


STOCKMAN, HENRY C. 
STOCKMAN, HENRY C., JR 


KINBACHER, ANDREW 
KINBACHER, ANDREW F. 


McINTOSH, WALTER T. 
McINTOSH, ROBERT B. 


GOODMAN, EDWARD A. 
GOODMAN, EDWARD A., JR. 
GOODMAN, ROBERT E. 


SCHMIDT, H. ARTHUR* 
SCHMIDT, ARTHUR W.ft 
SCHMIDT, ROGER W. 


FORDHAM, HARLAN A. 
FORDHAM, DELBERT A. 
SHIRLEY, JOHN T.* 
SHIRLEY, ALLEN I. 
DAVIS, BENJAMIN W.* 
DAVIS, BENJAMIN W., | 
METCALF, WAYNE C.* 
METCALF, WAYNE (€ 


- METCALF, JACKSON 


KAMP, DAVID S.* 
KAMP, DAVID A 
HURST, CHARLES W.* 
HURST, C. GRAHAM 


*General Agent +Home Office 


t 


(Raven W. Fiscupeck) FATHER & SON (Artuur M. Fiscupecx) 





A Successful Combination 
One of 40 Father & Son Teams with New England Mutual 


Like father like son, the two Fischbecks enjoy selling life insurance for 
New England Mutual. Ralph has been with the company for 32 years, and 
Arthur joined after he was graduated from the University of Iowa and 
returned from overseas Army duty. Both are members of company produc- 
tion clubs and both received the National Quality Award for 1948. They 
are District Agents in Mason City, Iowa, working out of our Des Moines 
general agency. 

When a father welcomes his son (or sons) into Ais business, it means he 
has found satisfaction and happiness there himself. We are proud of the 
number of ‘‘successful combinations’’ connected with New England 
Mutual . . . so proud, in fact, that we are listing them in the adjoining 
column. They stand,-from New Hampshire to Hawaii, as potent examples 
of the enthusiasm which New England Mutual's representatives have for 
the business and for their company. 


New England Mutual 


Lyé Insurance Company 4343 of Boston 


George Willard Smith, President Agencies in Principal Cities Coast to Coast 


The First Mutual Life Insurance Company Chartered in America —1835 








FRID EMBER 19, 1948 





























“T MADE a speech once. It was back 
in 1908, at the first Union Central 
Convention I ever attended. When I 
finished, a big, burly New Yorker 
came up to me, stuck out a huge hand and said, 
‘That was quite a speech. And even more remark- 
able is your sales record. For down in your part of 
the country, you have to take oyster shells as 
premium payments on the policies you write.’ 


“Well, I put that down as New York talk. ’Cause 
I’m darned sure that when the fellows at the Home 
Office total The Union Central’s business in force— 
now more than a billion and a quarter dollars—they 
don’t count oyster shells! 


“Besides, that was 40 years ago. The State of 
Florida and The Union Central’s Florida Agency 
have come a long way since then. So much so that 
Union Central representatives in the State accom- 
plished the almost impossible feat of winning the 





we 


coveted Jerome Clark Award for out- 
standing achievement two years in 
succession, 


“The progress made by the entire 
Company is the result of many things; chiefly, in my 
opinion, the extremely close cooperation between the 
Home Office and the Field Force. Through a modern, 
practical training program, a complete range of 
saleable policy contracts, straight selling promotional 
material, and able supervision, The Union Central 
makes it possible for career agents to gain financial 
security by making others financially secure. 





“Final evidence of The Union Central’s feeling 
toward its representatives is the liberal Pension Plan 
for Agents. I was able to retire in August, 1947, 
knowing that every month, for as long as I live, 
I will receive a substantial check from the Com- 
pany. That long, friendly association really makes 
me feel good today. How would you feel!” 


—Leslie E. Bogan. 
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Money Every Month ... for the Agent 


Through a liberal Pension Plan devised by their Company, substantial monthly checks f, 


go to qualified members of The Union Central Quarter Century Field Club who have 
reached retirement age after 25 or more years of continuous service. This plan means 





security for The Union Central Agent who has made a career of providing security. 





tHE Union Central ire Insurance 0. 


CINCINNATI, OHIO 
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| LAMA Urged to 
Get Agents’ $$ 
Question Solved 


“More Important Fish 
to Fry.” Says Benson; 
Dunbar Named President 


There are so many more important 
fish to fry, including what social security 
expansion proposals would do to the life 
insurance business, that the question of 
security 


agents’ status under social 





Cc. J. Zimmerman 


J. C. Benson 


| . 

| should be solved as quickly as possible, 
Judd C. Benson, manager of Union Cen- 
tral’s home office agency and vice-presi- 
dent and federal law and _ legislation 
chairman of National Assn. of Life Un- 
derwriters, declared at the institutional 
forum that was the concluding feature 
of the L.I.A.M.A. annual meeting in 
Chicago. 

What the agent’s status should be — 
common law employe or independent 
contractor —is a matter not only for 
the agency department executives but 
for top management, he said. He urged 
that each company promptly come to a 
decision as to whether its agents are to 











NEW OFFICERS ELECTED 


President—George M. Dunbar, su- 
perintendent of agencies Mutual Life 


of Canada. ; 
Directors—Olen E. Anderson, vice- 
president John Hancock; Guilford 


Dudley, Jr., vice-president Life & Cas- 
ualty; Clyde J. Summerhays, superin- 
tendent of agencies Beneficial Life, 
and R. J. Wood, assistant general man- 
ager Imperial Life of Canada. 





be employes or contractors and, if need 
be, adjust its contracts and practices ac- 
cordingly. 

Mr. Benson said that if any company 
has an honest question as to whether an 
agent is an employe or a contractor — 
|and some companjes may have agents 
‘in both categories — the company will 
| get a friendly and cooperative reception 
rom the internal revenue bureau coun- 
sel, who is prepared to decide this ques- 
| tion on the basis of submitted facts. He 
| said there is no need to worry about a 
conflict between the Treasury and the 
social security board, as they have been 
told to agree. : 

Making it clear that he held no brief 
as to how the question should be solved, 
Mr. Benson said it was highly important 
that it should be solved so that agents 
will not be distracted from the more 
important task of opposing unreasonable 
liberalizations which have been recom- 

(CONTINUED ON PAGE 19) 
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Call Marital Deduction 
Regulations Reasonable 


George J. Laikin, Tax Attor- 


ney, Addresses Chicago 
Life, Trust Council 


Treasury regulations covering the 
estate and gift tax marital deduction 
were described by George J. Laikin, tax 
attorney of ‘Chicago and Milwaukee, as 
being reasonable and apparently de- 
signed to permit anyone who really 
wants to take advantage of the marital 
deduction and doesn’t “indulge in any 
shenanigans” to utilize it without fear 
of having the marital deduction disal- 
lowed. 

Mr. Laikin spoke before a meeting of 
the Chicago Life Insurance & Trust 
Council. He emphasized that his opin- 
ion was based on a rather cursory read- 
ing of the regulations, since he had re- 
ceived his copy of them only the pre- 
vious day. The proposed regulations 
were published in the “Federal Regis- 
ter” and unless altered by the Treasury 
authorities as the result of protests they 
will become effective in the form in 
which they were published. 

Mr. Laikin quoted several passages, 
pointing out that the regulations are 
apparently more directed to the over-all 
intent of the decedent than to imposing 
narrowly technical requirements. He 
said that apparently if the drafter of a 
trust agreement or insurance settlement 
made it clear that he is trying to com- 
ply with the law he will not have 
trouble even if the agreement is not as 
artfully drawn as it might be. 


Aim Is Constructive 


The speaker said that he gained the 
general impression from the regulations 
that the attempt was to assist rather 
than obstruct the taxpayer in obtaining 
the marital deduction. He feels that the 
regulations could have been anticipated 
from what was contained in the law and 
the committee reports but that the regu- 
lations do a better job of spelling out 
what is intended than the committee 
reports did. 

Mr. Laikin was formerly special as- 
sistant to the U. S. Attorney-general, 
handling tax problems and litigation for 
the Department of Justice and speaking 
as an ex-government man he said that 
it is never wise to put one’s full trust 
in regulations, which are always subject 
to possible change by the courts. 

Mr. Laikin’s talk also dealt with 
business insurance and ‘buy-and-sell 

(CONTINUED ON PAGE 21) 


Study of Text Shows 
Aim to Aid Those 
Acting in Good Faith 


WASHINGTON—Proposed _regula- 
tions governing the estate tax and gift 
tax marital deduction have been pub- 
lished in the “Federal Register” and 
those wishing to suggest changes have 
until Dec. 6 to do so. After that the 
commissioner, will issue these or an 
amended version. 

Revenue bureau officials say the 
language of the regulations is clear and 
understandable even to laymen. Most 
lawyers who have gone over ithe regula- 
tions concur. The lawyers feel that the 
regulations have been drafted with an 
attitude sympathetic to the man who 
wants to make use of the marital deduc- 
tion and that there is no evidence of any 
disposition to throw up technical ob- 
stacles. Rather the aim seems to have 
been to make it possible to utilize the 
marital deduction in every case where 
a bona fide effort is made to conform 
= the principles laid down in the 
aw. 

Nevertheless, some lawyers feel that 
there are a number of points in con- 
nection with life insurance proceeds that 
are not adequately covered in the pro- 
posed regulations. For example, would 
a requirement that a withdrawal request 
must be on a specified form defeat the 
deduction? 


Deal with Broad Principles 


The regulations covered 70 double- 
spaced typewritten pages as prepared 
by the internal revenue bureau and oc- 
cupy 18 printed pages in the “Federal 
Register.” They have been in process 
of consideration and preparation since 
April 2, 1948. During this time the 
representatives of |the American Bar 
Assn., insurance interests, and others 
concerned have been consulted. 

The regulations deal with broad prin- 
ciples rather tthan dealing with special 
types of situations. However, in the 
section covering insurance, there is a 
provision that although installment and 
interest payments must commence not 
later than 13 months after the decedent’s 
death, this requirement will not be con- 
sidered as violated solely by reason of 
a provision that proof of death must be 
submitted before the first payment is 
made, except in cases involving unrea- 
sonable delay in submission of such 
proof. 

(CONTINUED ON PAGE 23) 








AtL.LA.M.A. Registration Desk 


Elizabeth C. Ste- 
vens, secretary-treas- 
urer L.I.A.M.A.; 
Richard Rhodebeck, 
president United 
State Life; R. B. 
Wickes, _vice-presi- 
dent Security Mutual 
of Binghamton; O. 
R. Carter and Rod- 
ney Campbell, both 
New York Life. 





Insurers Embrace 
U.C.D. as Alternative 
fo U. S. Health Cover 


Feel Necessity of 
Positive Approach 
to Federal Threat 


Insurers in the group disability field 
are seriously concerned about the possi- 
bility of the federal government estab- 
lishing a national health program, A 
bill to effect such a program is certain 
to be introduced in Congress. The only 
question seems to be its chances of 
passage and how soon. 

It is considered doubtful if this kind 


of bill can be defeated by a purely nega- 
tive approach. Many insurance people 
believe they will have to put forward a 
positive alternative to a federal plan. 


Turnabout Is Found 


There is considerable sentiment in the 
industry for direct and vigorous spon- 
sorship of state unemployment cash ben- 
efit laws, a considerable turnabout from 
the industry attitude of a year or so ago. 

However, two years ago, the industry 
estimated that it had six years to put 
its house in order. A Republican Con- 
gress had been elected and another was 
confidently expected to be elected in 
1948 along with a Republican adminis- 
tration. Thus, today, instead of four 
more years, the industry has none. It 
had two, and they are gone. The situa- 
tion the industry is facing now it ex- 
pected to meet in 1953. 

The figures on voluntary insurance in 
the disability field are good, but they are 
not as good as they would have been in 
1953. Hence, the belief that it will be 
necessary now to back cash sickness 
legislation in key states—and do it 
promptly. California and New Jersey 
have established the pattern. There 
would be strong state support for state 
programs, 


Federal Idea Exclusive 


Today in Washington the talk is of 
a health program to be administered by 
the federal government. This, some in 
the industry believe, would be in the 
nature of a monopolistic fund excluding 
private insurance altogether. Or, if pri- 
vate insurance were given a chance, it 
would be under such circumstances and 
conditions as to discourage the industry 
from participation. 

The question of the federal tax offset 
permitted employers under title 9 of the 
social security act is coming up shortly 
before the Stettinius committee. E. R. 
Stettinius, Jr., at one time Secretary 
of State, was named by the President to 
head the Senate finance committee’s 
social security advisory council. This 
committee has studied, for one thing, the 
possibilities of adopting a permanent 
total disability insurance program, and 
reported its findings to the Senate. 

The industry believes that if UCD 
laws were in effect, as in California and 
New Jersey, in a number of kew states, 
there would still be a chance for private 
industry in this field; but that if a na- 
tional health program is set up, the 
industry may lose out entirely. 





W. W. Jackson, administrative vice- 
president of American Hospital & Life, 
addressed Memphis Sales Managers 
Club on ”Trained Personnel—an Asset 
in Public Relations.” 
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Institute of H. 0. 
Underwriters Draws 
Many New Selectors 


Education for Lean 
Times Receives Stress 
at Washington Annual 


The growing interest of selection men 
in the activities of the Institute of Home 
Office Underwriters 
was attested to in 
Washington where 
117 of the record 
322 underwriters 
registered were at- 
tending an annual 
meeting for the first 
time. In his speech 
as president, Rob- 
ert B. Caplinger, 
vice-president of | 
Reserve Loan Life, | 
reported that the 
joint educational 
program with the 
Home Office Life 
Underwriters Assn. is getting into full 
gear and that the Life Office Manage- 
ment Assn. is also assisting. He stressed 
the growing importance of the local 
associations of home office underwriters 
and mentioned particularly groups at Dal- 
las, Kansas City, Chicago and a newly 
formed association at Houston. He pre- 
dicted that more of these associations 
will be started. 

This activity is designed to equip the 
home office underwriter to do his job, 
Mr. Caplinger declared. He noted dur- 
ing the last several years almost any- 
body could have done an acceptable 
job of selection, but the day is coming 
when insurance will not be purchased so 
freely and the skills of selection will be 
sorely tried to keep mortality down 
where it is today. One way in which 
the new underwriter can be ready for 
such changed conditions is to take ad- 
vantage of courses of study. 

Mr. Caplinger’ cautioned that in all 
his activity the home office underwriter 
must give evidence of his concern for 
the interest of the prospective policy- 
holder and of the agent. The agent can 
only function ‘happily if he has confi- 
dence in the decisions of the thome 
office. The home office underwriter can 
be sympathetic and human and sacrifice 
none of the firmness in well-founded 
decisions. 





R. B. Caplinger 


Host Companies Entertain 


Mr. Caplinger extended the thanks of 
the organization for the hospitality of 
the four host companies, Acacia Mutual, 
Continental Life of D. C., Equitable 
Life of D. C. and Peoples Life of D. C. 
These companies sponsored a cocktail 
party and reception. 

In this report, Ray E. Button of Al- 
liance Life, the perennial publicity di- 
rector of the organization, reported on 
the number of news releases that have 
been sent out on behalf of the associa- 
tion over the year. President Caplinger 
credited Mr. Button for having a big 
part in popularizing the activities of the 
association. 

C. M. Herron, vice-president and man- 
ager of the Mississippi valley division 
of Life & Casualty, declared that the big 
job of the home office underwriter is to 
get agents working with him. He in- 
dicated that many agents are ignorant 
of the activities of the underwriting de- 
partment and that there are not many 
agency men who know enough about 
this work to tell the agent about it. It 
is up to the home office underwriter, 
largely through the medium of. friendly 
correspondence, to inform: the agent on 


procedure and to explain every action 
taken. 

Dr. Ennion S. Williams, medical di- 
rector of Life of Virginia, declared that 
neither lay nor medical underwriters can 
allow opinions to be swayed by a few 
outstanding cases. Time and expense 
do not permit too fine a combing of 
risks. The underwriter must depend 
upon his sources of information and his 
knowledge regarding the significance of 
this information without running too 
high a cost for investigative procedure. 
Hindsight upon receipt of an early 
claim may reveal the failure to pursue 
an investigative lead, but the thousands 
of cases which have similar leads on 
which nothing is developed must be re- 
membered, Dr. Williams stated. 


Rating Calls for Tact 


Arthur Coburn, vice-president of 
Southwestern Life, declared that from 
a public relations point of view, the most 
important activity of the underwriter is 
writing letters to applicants whose past 
medical history is such that the pre- 
mium would ‘be in excess of what any 
applicant could be expected to pay. The 
underwriter in such a case must avoid 
a pessimistic approach, he said. Most 
rated applicants still have the best years 
of their lives ahead of them. There are 
a great many people in every class who 
defy all estimates of longevity and live 
decades beyond others in their insurance 
classifications. 

In writing to the agent and telling 
him why it has been found necessary 
to decline business, there is no need to 
speak about the evidence of infirmity as 
if it were an overwhelming handicap. 
He indicated that the company, the 
underwriter, and the agent should go 
considerably out of their way to avoid 
presenting a member of a state med- 
ical association in an unfavorable light, 
because the life insurance industry is 
so dependent upon the good-will and the 
skill of medical practitioners. 





* 
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PROGRESS 


Commonwealth’s official family of late has been taking stock 
of the company’s agency progress in recent years. The fruition 
of our agency development is gratifying to all of us. Only just 
now is the full productive capacity of our two ag.ncy depart- 


ments making itself felt. 
For example— 


Ordinary Department. 


agent. 


—in seven states. 
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Commentary 


—August was the greatest month in the history of the 


—October was the greatest month in the history of the 
Industrial Department, which produced in that month more 
new business than has ever been produced in .any previous 
month by both agency departments combined. 

—At the end of ten months, our total new business is some 
30% ahead of last year and thus is 30% more than the pre- 
vious greatest total in our history. 

Accompanying these production gains is a conspicuous in- 
crease in persistency, notable increase in average size policy, 
and gratifying improvements in production and earnings per 


Our total new business in 1948 will approximate $90 million 


Insurance in Force — September 30, 1948 — $378,985,098 


INSURANCE 
LOUIS VY 


Institute Meet Dec. 10 Will 
Star Its Seven Chairmen 


Feature of the annual meeting of 
the Institute of Life Insurance at New 
York on Dec. 10 will be a symposium 
by the seven men who have been in- 
stitute chairmen since its start. Each 
man will present his views on a major 
problem with public relations implica- 
tions. The speakers include Frazar B. 
Wilde, president Connecticut General; 
M. Albert Linton, president Provident 
Mutual; ‘Gerard 5S. iNollen, president 
Bankers Life of Iowa; John A. Stev- 
enson, president Penn Mutual Life; 
Claris Adams, president Ohio State Life; 
Leroy A. Lincoln, president Metropoli- 
tan, and Edwin W. Craig, president of 
National L. & A. 

Mr. Craig, chairman of the institute, 
will open the meeting with a discussion 
of the year’s activities. George Avery 
White, chairman of the committee on 
policyholder relations and president of 
State Mutual Life will report on that 
committee. 

There will be a luncheon speaker from 
outside the industry. The afternoon ses- 
sion will be a business meeting with 
a brief report by the president, Holgar 
J. Johnson, and election of directors. 


N.A.LC. Life Committee 
Schedules N. Y. Sessions 


The life insurance committee of Na- 
tional Assn. of Insurance Commissioners 
will meet at the New York department 
offices at New York City Dec. 10-11 
to consider further the group life defini- 
tion and _ standard provisions, war 
clauses, and other subjects. The indus- 
try has been requested to submit views 
and’ pertinent statistical data by Nov. 
30. Special attention will be given to 
subdivision (4) of the model definition 
and to standard provisions (8) and 
(9). 
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STOCKHOLDERS TO FIGHT 


Set Up $2 Million 
More for Mo. State 
Life Policyholders 


ST. LOUIS—Superintendent Jackson 
has filed with Circuit Judge Russell the 
final report by General American Life of 
its 15-year administration of the affairs 
of Missouri State Life, which stated that 
at least $2,038,681 additional will he 
available for distribution to the 116,00 
policyholders of the old company. Sy. 
perintendent Jackson has approved the 
report and recommended that the court 
accept it. 

While the report provides for the 
additional payments to policyholders, it 
indicated that there is nothing left for 
the 3,500 stockholders of Missouri Stats 
Life. Counsel for some of the stock. 
holders have already applied to Judge 
Russell for permission to intervene, and 
it is certain they will contest some 
phases of the report. 


Reserves Boosted $11 Million 


_Last August Superintendent Jackson 
directed General American to increase 
the reserve on the old Missouri State 
Life policies by $11 million. He took 
that action on the advice of the late 
Alex Good, actuary of the Missouri de- 
partment, and Joseph B. Maclean, New 
York actuary. The reserves in the Mis- 
souri State Life account in general were 
set up on the American Experience 
table with interest at 3.4%. The increase 
put that business on the CSO table at 
2.9%. Settlement options of Missouri 
State Life policies carried a guaranty of 
interest at 334%, which was another 
factor in requiring the additional re- 
serves. 

The action of Superintendent Jackson 
with respect to the $11 million addition 
in reserves will be one of the matters 
questioned by Missouri State stockhold- 
ers, as this increase completely wiped 
out all possibility for any surplus funds 
for the stockholders. 


Liens Already Wiped Out 





General American Life officials esti- 
mated that, about $1,220,000 of the $2.- 
038,681 available for policyholders would 
e in the form of a cash payment 
to policyholders who paid in cash the 
5% interest on the liens against their 
policies and the remainder as credits to 
policyholders who let the interest ac- 
cumulate as additional charges against 
their policies, 

_ The policyholders who paid their lien 
interest in cash will get back all but 
about 30% of their interest payments, 
while the other policyholders will not 
make quite the same recovery, on at- 
count of compound interest on their 
unpaid interest balances, 

The final balance of the original liens 
placed against certain Missouri State 
policies was wiped out in 1946. There 
has already been distributed to Missouri 
State policyholders $21,090,563. In ad- 
dition General American waived the 
principal of the lien on all death pay- 
ments. 

There is a non-admitted item of $450- 
000 which might become available if 
Judge Russell decides it should be listed 
as an admitted asset. It represents the 
value of the mineral rights reserved on 
land belonging to Missouri State Life 
account which had been sold. There also 
may be some additional salvage from 
the $300,000 set aside to cover the esti- 
mated cost to the Missouri department 
in handling the case. 


Mutual's October Leaders 


_ The Persons agency of Mutual Life 
in Chicago led the company in October. 
The St. Paul agency led in number of 
policies sold. The Milwaukee agency, 
headed by G. A. Knutsen was second in 
both volume and number of policies. 


Hermanehasker, St. Paul, and W. B. 


‘Wichlitér, Pittsburgh, led in volume and 


applications. respectively. 
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Shanks Presides as 
Prudential Opens 
Western Office 


President Carrol M. Shanks declared 
at ceremonies marking establishment of 
4 western home office building by Pru- 
dential that it was clear that from the 
point of view of the company as well 
as the nation, it was desirable to de- 
centralize the company. In traditional 
concentration of direction and control 
on one spot, the Prudential was de- 
pendent upon one market for clerical 
help and, as regards politics and taxes, 
all the eggs were in one basket, he 
stated. The company was motivated in 
the move by a desire for a new horizon 
for the operation of individual initiative 
and wanted to be in a position to give 
better service to each region. He char- 
acterized the move as a pioneer step in 
decentralization by other life companies 
and industries. 

Mr. Shanks spoke at the official open- 
ing of the newly completed two-block 
long, 10-story building in Los Angeles. 
The company was host to 400 business 
and civic leaders at the formal dedica- 
tion in the Biltmore hotel. An official 
tour was made through the building 
with Mr. Shanks and Harry J. Volk, 
vice-president in charge of western op- 
erations, as guides. The 1400 employes 
were present to hear Mr. Shanks speak 
in the Wilshire patio of Prudential 
Square. : 

The new western home office will con- 
trol 11 western states and Hawaii, rep- 
resenting $2,500,000,000 of insurance in 
force on the lives of 2,500,000 people. 
This represents control of the invest- 
ment of $10 million per month in west- 
ern city and farm mortgages, and a simi- 
lar amount in western ‘business and 
finance. ; 

Mr. Shanks said at the celebration that 
the growth of life insurance has not in 
reality kept pace with, the growth and 
development of the nation. The industry 
has not kept pace with the shift in the 
price level and the average family cov- 
erage has fallen in terms of the buying 
power of the protection. Big as is the 
industry, it has lost ground in provid- 
ing adequate life insurance coverage for 
the people and ‘has a lot still to do, he 
declared. He expressed the belief that 
the west coast is the most vigorously 
growing center of the country with the 
possible exception of the Texas south- 
west. 


Elsie Matthews Accused in 
$32,000 Embezzlement 


Elsie M. Matthews, general agent for 
Manhattan Life at Montclair, N. J., has 
been arrested and charged with embez- 
zling $32,000 from the company over 
the last two years. Full restitution has 
been made but the Essex county prose- 
cutor intends to press the charges. Miss 
Matthews has pleaded not guilty. 

Two methods were used to carry out 
the misappropriations, according to the 
prosecutor. One was to accept lump 
sum payments on policies for her cli- 
ents, pocket the money, and then make 
the annual payments herself. The sec- 
ond was to sell sample policies to cli- 
ents, representing them as authentic. 
The discovery of the loss was made 
when a policyholder went direct to the 
company for information on a policy. 

Miss Matthews is a former chairman 
of the Women’s Quarter Million Dollar 
Round Table, and in 1942 was chair- 
man of the women’s division of N.A.L.U. 
A frequent lecturer and writer on insur- 
ance subjects, one of her books was 
titled “How Life Insurance Fits an In- 
vestment Portfolio.” She went with the 
company in 1936, becoming general agent 
seven years later. She has been dis- 
charged by the company, which states 
policyholders are fully protected. It is 
understood that she was covered by a 
$100,000 bond in United States Guaran- 
tee. 


XUM 


Program Given for 
Counsel Meeting 


At the meeting of the Assn. of Life 
Insurance Council at the Waldorf-As- 
toria hotel, New York City, Dec. 7-8 the 
following formal papers will be pre- 
sented: “The Life Insurance Law of 
Alabama,” Jelks H. Cabaniss, general 
counsel Protective Life; “The Life In- 
surance Law of Minnesota (Supplemen- 
tal),” Wilfred E. Rumble, counsel Min- 
nesota Mutual; “Insurance Practices 
Which Touch upon Testamentary Dis- 
position,” J. Verser Conner, general 
counsel Commonwealth Life; “Does a 
Presumption of Accidental Means Arise 
Upon Proof of External and Violent 
Means?” Earl F. Morris, assistant coun- 
sel Midland Mutual; “Some Economic 
and Legal Aspects of the Purchase and 
Lease of Real Estate by Life Insurance 
Companies,” John W. McPherson, as- 
sistant counsel Penn Mutual. 

The first business session will open at 
1:30 p. m., the second at 9:30 the fol- 
lowing day, probably concluding by 


noon. 

Mr. McPherson’s paper is being 
printed in advance and will be dis- 
tributed before the meeting to facilitate 
discussion after its presentation. This is 
a departure from the association’s gen- 


eral practice. 
Discussion of Escheat Problems 


Besides the formal papers there will 
be an informal off-the-record discussion 
of some problems relating to escheat. 
Robert L. Hogg, executive vice-president 
American Life Convention, will lead the 
discussion, other participants being J. 
H. Collins, general counsel Metropoli- 
tan Life; R. H. Hollenberg, associate 
general counsel Fidelity Mutual, and H. 
S. Campbell, assistant counsel Phoenix 
Mutual. 

The opening session will be followed 


Life Agents’ Income Level Too Low; 
A. & H. Added to Raise It, Olson Says 





The rank and file of agents *today are 
not making an adequate income selling 
life insurance, and his company started 
writing A. & H. insurance primarily be- 
cause the agency organization needed it, 
A. B. Olson, vice-president of Guarantee 





W. M. Rothaermel 


A. B. Olson 


Mutual Life, told representatives of 
L.I.A.M.A. cempanies writing A. & H. 
business at their session concluding the 
annual meeting of L.I.A.M.A. at the 
Edgewater Beach hotel, Chicago. He 
said companies writing only life insur- 
ance have assumed that their agents 
could sell enough of it to make a living 








by a cocktail party, to which members’ 
wives are invited. The Wednesday 
morning session will be followed by the 
usual luncheon. Because of the gen- 
eral increase in costs and because the 
executive committee is reluctant to rec- 
ommend an immediate increase in dues, 
a registration fee of $5 has been au- 
thorized for members and _ invited 
guests, though not for wives. Whether 
to continue this or some similar system 
in the future will be discussed at the 
meeting. 








culiarly adaptable to this 
services are eagerly sought. 





Dual Highway 


In the great majority of big cities of the United 
States the Community Chest is being filled at this time 
with funds with which the local charities, hospitals and 
service organizations will finance next year’s operations. 


The Community Chest campaign has another bene- 
ficiary in addition to the carefully numbered list of 
services who benefit from the drive. 
ficiary is the average citizen, the one who is producing 
the funds, and he is the beneficiary of a cooperative 
movement to relieve him from the almost innumerable 
appeals which would otherwise be required. 


During the Community Chest campaign a great num- 
ber of insurance men are on a two-way highway. On 
the one road they contribute to the fund, and on the 
other highway they lend their efforts as workers. Be- 
cause the nature of their regular daily work requires 
them to know a great many people, and because they 
are trained and experienced salesmen, they are pe- 
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but he pointed out that commissions are 
actually lower on some forms than when 
he entered the business 35 years ago. 
He then compared the agent’s necessary 
expenditures for rent, food and other 
essentials with what they were even 10 
or 15 years ago, and said that there is 
altogether too wide a spread. A few top- 
bracket life salesmen have good incomes, 
but in most cases they are far below the 
carpenter, painter or bricklayer. It was 
felt that the addition of A. & H. would 
help raise the level. 


Public Recognizes Need 


The buying public now recognizes the 
need for A. & H., Mr. Olson said, and 
the agents are thinking about the de- 
sirability of putting in A. & H. to sup- 
port a life program. If their own com- 
pany doesn’t offer it, they are likely to 
get a contract elsewhere, resulting in 
a_ division of interest and allegiance. 
Then, too, there is more chance that 
they will decide to take up automobile 
and other lines of insurance and perhaps 
eventually drop life insurance entirely. 
Even the general agents are wondering 
if they shouldn’t branch out, especially 
when the companies insist that they are 
independent contractors. However, A. 
& H., being a personal coverage, comes 
naturally within the scope of the life 
company and thus avoids this division 
of interest. 

He also spoke of the threat of gov- 
ernment or state invasion of the A. & H. 
field, and the probability that that 
would be merely a stepping stone, 

John W. Sayler, Business Men’s As- 
surance, who presided, said in opening 
the session that an organization of that 
kind is especially appropriate, as the 
principles of life insurance are equally 
applicable to A. & H. and that its devel- 
opment quite largely parallels that of 
life insurance at the same stage. 


Review Basic Rate Structure 


R. H. Belknap, Occidental Life, chair- 
man of the A. & H. committee of 
L.I.A.M.A., reviewed some of its work 
the past year. “ne subject which has 
been given especial attention is that of 
the basic rate structure, Admittedly mor- 
bidity increases with advancing age, and 
with age not a factor in rates, in time 
of depression sales fall off and there is 
not the new blood needed to maintain a 
balance. As a result loss ratios might 
easily get beyond control. The com- 
mittee has asked for a study of this 
question by the actuaries and then by 
top management. It might be necessary 
to grade rates by ages. 

Some effort has been made toward a 
study of persistency. It was found that 
very few companies keep figures on that 
subject, but five have agreed to do so 
for the coming year. The effect of UCD 
on sales has been considered, but there 
seems to be no measurable result so far. 
However, there are still plerity of insur+ 
able values, and the picture might 
change. 


Educate on Fundamentals 


In the matter of education, it is felt 
that emphasis should be placed on fun- 
damentals rather than selling methods. 
With the enforeed filing of courses in 
California and a consideration of those 
and others that are available, it may be 
possible to get out a book on funda- 
mental training. In view of the associa- 
tion’s studies of buyers, their character, 
the effect on lapses, etc., a similar sur- 
vey for A. & H. may be asked. When 
L.I.A.M.A. adds another staff member, 
it wants one who is familiar with A. & 
H. and members were asked to keep that 
in mind, . 

E. J. Moorhead, L.I.A.M.A. actuary, 
reviewed a study he had made of A. 
H. compensation methods, which is to 
be distributed to all members. The sur- 
vey, covering 30 company plans, deals 
with four features — commission sched- 
ule, incentive provisions, vested ben- 

(CONTINUED. ON PAGE 23) 
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Possible Spread of UCD Laws Causing 
Some Employers to Defer Group Moves 





Possibility of passage of state com- 
pulsory disability legislation during 
1949 is being advanced by an increasing 
number of employers as an argument 
against installing group disability bene- 
fits, group men report. Such wait-and- 
see attitude is particularly apparent in 
New York, Illinois, and other heavily 
industrialized states. 

In face of the threat or promise of 
state disability laws, depending on the 
point of view, these employers remain 
adamant to the often employed argu- 
ment that if there is going to be such 
a law they ought to beat the gun, have 
the coverage installed in advance of it 
and thus get the credit. These employ- 
ers maintain that such credit is nebulous 
at best. They say that the union will 
get credit for whatever they initiate. 
If they offer group disability to their 
employes before the law is passed, the 
union will point with pride to its job 
of pressuring such coverage through in 
advance of a state law, they maintain. 
They ask why they should install a cov- 
erage which is shortly going to have 


to be changed to meet the provisions 
of a state law. 

The group men are so swamped with 
business generally that when they find 
an employer or his representative who 
is firmly entrenched in this way of 
thinking they spend little time in argu- 
ing and go on to greener pastures. 

The insurance people sense that some 
of the employers they face are in favor 
of compulsory disability legislation. 
These men feel that since group insur- 
ance is a matter of collective bargain- 
ing it might as well be standardized. 
The group men know also that this is 
the time of high payrolls and substantial 
profit and that many employers 
will raise no objection to making com- 
pulsory disability contributions where 
in leaner years they would put up 
quite a fight. 

The group men find that strong agi- 
tation for compulsory disability laws 
comes from smaller employers, those 
employing less than the statutory group 
minimum. The small firms are not 
offered regular group disability insur- 
ance and even if they are eligible for 
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wholesale cover they feel that they do 
not get the group advantages. They see 
in compulsory legislation a chance for 
equality of rate with the bigger em- 
ployer. 

Insurance men report that in gen- 
eral there are not too many employers 
actively pushing for compulsory legis- 
lation. The preponderance of employers 
are Republican in politics and the major 
agitation for compulsory insurance has 
been coming from Democrats. How- 
ever, the group men note there is a 
general apathy among employers to- 
ward the whole question. They do not 
care whether their insurance comes as 
a result of law or not or whether it 
comes from a state fund or insurance 
company. This attitude many group 
men regard as dangerous and they try 
to combat it. They seek to impress 
upon such employers that if a compul- 
sory law is passed it should afford pri- 
vate companies a chance to compete 
with state funds. 

While the average group man does not 
feel that he can openly talk down com- 
pulsory disability, he recognizes that 
there is nothing to keep him from empha- 
sizing the advantages of private cover. 





Federal Taxation Institute 
to Explore Topics of Interest 


NEW YORK—At the institute on 
federal taxation, which the division of 
general education, New York University, 
is sponsoring Nov. 9-18 here, attorneys 
and others specializing in tax matters 
will discuss several matters of interest 
to the life business. 

William L. Cary, Chicago, will deal 
with financing through the sale and 
leaseback of corporate property; E. C. 
Eichenbaum, Little Rock, the question: 
When the owner of a close corporation 
dies, and the money out of the corpo- 
ration surplus is needed to pay estate 
taxes, what is the best solution for the 
problem of preserving the corporation, 
and at the same time getting money out 
of it without undue tax consequences? 

Arnold R. Cutler, Boston, will discuss 
new problems with the death of a part- 
ner and a general study of the ques- 
tionable areas in the new term “termin- 
able interest”; George B. Lourie, Bos- 
ton, insurance under the marital deduc- 
tion when left under the various option- 
al modes of settlement; and Frank B. 
Appleman, Fort Worth, how the new 
law affects gifts and estates in com- 
munity property states. 

Aiding top executives to make advan- 
tageous deferred compensation and busi- 
ness expense arrangements will be dis- 
cussed by John W. Ahern, Washington, 
D. C.; income tax consequences of cor- 
porate debentures by Charles L. Kauf- 
man, Norfolk, Va.; recent developments 
concerning deferred compensation plans 
by George R. Blodgett, Boston; unusual 
interpretations advanced by the Bureau 
of Internal Revenue upon qualified pen- 
sion plans by E. H. Schlaudt, New York; 
how to amend existing pension and de- 
ferred distribution profit sharing plans 
to meet current year conditions by 
Meyer M. Goldstein, New York City 
specialist in pension plans, and new 
developments in employes’ trusts by 
Samuel J. Foosaner, Newark. 





Insurance Librarian Talks 


NEW HAVEN, CONN.—Elizabeth 
Ferguson, librarian of the Institute of 
Life Insurance, spoke at a state-wide 
conference of librarians. She said both 
libraries and life insurance touch and 
serve all levels of the public. “They 
may properly claim roles of significant 
service to the family and the economy, 
because both are important cogs in the 
wheels of American culture, business 
and industry,” she said. “Both institu- 
tions must be better understood, through 
improved public relations, if the 
American people are to obtain from them 
their fullest potentials of service.” 


Jesse W. Randall, president of Travei- 
ers, has been elected vice-president of 
Connecticut Council of Churches. 





Persons to Address Sales 
Managers Club Congress 


Henry W. Persons, manager in Chi. 
cago for Mutual Life, will speak on 
“Move the Target 
Up” at the annual 
midwest sales cop. 
gress sponsored by 
the Chicago Sales 
Executives Club 
Nov. 23 at Hotel 
LaSalle, Chicago, 
Mr. Persons’ talk 
will be on motiyat. 
ing salesmen. Other 
speakers will be 
Kenneth Mc Far. 
land, superintend- 
dent of schools at 
Topeka, Kan.; Mor- 
ris I. Pickus, presj- 
dent Personnel Instjtute, New York 
City; Fen K. Doscher, vice-president 
Lily Tulip Cup Corp., New York City, 
and John W. Anderson, president the 
Anderson Co., Gary, Ind. 





H. W. Persons 





Ask Ia. Examination Change 


DES MOINES—The Iowa depart- 
ment is expected to seek legislation to 
extend the period for company examina- 
tions from two to three years. 














; ONLY 29 MORE SHOP. 





PING DAYS UNTIL CHRIST- 
MAS! 


And speaking of Christmas gives us 
an opportunity to express our appre- 
ciation for the many letters coming 
in each day now regarding the R & 
R Magazine . . . More and more, 
General Agents, Managers, and 
Home Office Executives are finding | 
out that the men in their agencies 

like this Christmas gift which comes 
twelve times a year. 


Many complimentary adjectives have 
been used to describe R & R Maga- 
zine, but the most widely used seems 

- to be “The best life insurance maga- 
zine published.” 


Our New Year’s policy for the maga- 
zine will remain the same: Not 60 
percent advertising, but 100 percent 
editorial content! . . . And that is 
the reason we are receiving, once 
again, a welcome deluge of Christ- 
mas gift subscriptions. 


If you are not familiar with our in- 
dividual and in-bulk Christmas sub- 
scription rates, just mail us the one 
sentence, “Give me rates for the 
R & R Magazine for my men” — 
and we will do the rest. 


AN ATTRACTIVE GIFT CARD 

BEARING YOUR NAME WILL 
BE MAILED BY US ON DE- 
CEMBER 14 COVERING EACH 
SUBSCRIPTION. 


PAUL SPEICHER 
Managing Editor 
THE INSURANCE 
RESEARCH & REVIEW SERVICE 
INDIANAPOLIS | 
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“Developing Your Market” 
Theme of N.Y.C. Meeting 


NEW YORK—Members of the staft 
of the Life Underwriter Training 
Council presented a panel discussion 
on “Developing Your Market” during 
an educational meeting of the New York 
City Life Underwriters Assn. 

Panel members were: Edmund L. G. 
Zalinski, managing director, L.U.T.C.; 
Levi Bottens, and Pasquale Quarto, ad- 
ministrative assistant, L.U.T.C.; Halsey 
Josephson, general agent Mutual Bene- 
fit, New York City; Hubert E. Davis, 
production manager, Charles B. Knight 


agency, Union Central, New York City; 
Brooks Palmer, assistant to the mana- 
ger, Horace H. Wilson & Co. agency, 
Equitable Society, New York City; 
Irving Bober, assistant manager Mar- 
shall M. MacLeod agency, Prudential, 
Brooklyn; Edwin H. White, associate 
general agent, O. A. Krebs agency, 
Aetna Life, New York City; Alan Will- 
son, group representative, State Mutual, 
New York City; Harold Sloane of 
Charles J. Simons Co., Continental As- 
surance, Newark; Norman Gortz, dis- 
trict group sales manager John Hancock, 
New York City. 

John H. Evans, manager Home Life, 
New York City, acted as chairman. 


Northwestern Mutual 
Runs Advertisements 


A new series of Northwestern Mutual 
Life advertisements will start in the Nov. 
27 issue of “Time” magazine based upon 
experiences of prominent American busi- 
nessmen in solving life insurance prob- 
lems. 

Advertisements will feature a photo- 
graph of the quoted businessman. First 
of the series will carry a statement of 
personal experience in buying life in- 
surance by Harry A. Bullis, chairman of 
General Mills, Inc. 








er 19, 1948 November 19, 1945 
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sales | Gen. Eisenhower 
gress | 
yer in Chi- to Face L.LA. 
speak on : : . 
Gen. Dwight D. Eisenhower, presi 
ro Target dent of Columbia University, will ad- 
salee aa dress the annual meeting of the Life In- 
onsored by | surance Assn. of America Dec. 9 in New 
cago Sales 
es Club 
at Hote} 
Chicago, 
rsons’ talk 
on motivat- 
men. Other 
will be 
M c Far. 
uperintend- 
schools at 
Kan.; Mor- 
ckus, presi- 
New York 
York Che Dr. H. A. Rusk Gen, Eisenhower 
sident the} york. Dr. Howard A. Rusk, professor 
of medicine at New York university, 
will be the other aulaite ake et ‘ 
The meeting will be opened with an 
Change address by pai A. Lincoln, president 
va depart-] of the association and president of the 
sislation to] Metropolitan. Gen. Eisenhower is to be 
y examina-} guest of honor at the luncheon. Dr. 
; Rusk will speak at the afternoon session. 
He is chief of rehabilitation service at 


Bellevue hospital, director of the New 
York University-Bellevue medical cen- 
ter institute of rehabilitation and physi- 
cal medicine and associate editor of New 
York “Times.” He is consultant in medi- 
cal rehabilitation to the medical director 
of the veterans administration, to the 
secretariat of the United Nations and 
to the department of hospitals of New 
York city. He earned fame for rehabili- 
tation work with veterans during the 
war and was awarded the distinguished 
service medal. 


Directors to Meet 


A forum discussion of current life in- 
surance topics will be a part of the pro- 
_gram. The directors will meet the after- 

noon of the previous day. A reception 
is to be held that evening. 











SHOE® The program committee includes: E. 
[RIST- A. Roberts, president Fidelity Mutual, 
! chairman; Julian D. Anthony, president 
Columbian National Life; George Gose, 
ives us counsel Pacific Mutual; Adoiph A. Ryd- 
appre H gren, president Continental American; 
beg —er 4 i Frank P. Samford, president Liberty 
! more, } National, and Sylvester C. Smith, Jr., 
, and # general counsel Prudential. 
finding | 
gencies . 
“comes ff Change Is Forecast in 
{| Utah Insurance Post 
‘ae SALT LAKE CITY—Now that a 
| seems Republican governor has been elected in 
/ maga- Utah in the person of J. Bracken Lee, 
who defeated his Democratic opponent, 
Gov. Herbert B. Maw, for reelection, 
> maga: speculation is rife in insurance circles 
aed as to who will be the next insurance 
that. is commissioner. When Maw was first 
once elected, eight years ago, he brought 
Christ about drastic changes in state govern- 
mental affairs by combining various de- 
‘ partments into one, with three commis- 
gh sioners, two of the party in power, and 
he one one representing the minority political 
or the party. The department represented by 


nn”? — Commissioner Oscar W. Carlson was 
| designated as the department of busi- 
ness regulation, which, in addition to 






CARD msurance, included public service, trade, 
WILL securities, etc., Commissioner Carlson 
1 DE- being the Republican member, and ex- 
ACH officio insurance commissioner. Tire 
5 term of his reappointment expires on 
March 1, 1949. It is believed, however, 
that he will not make an effort to be 
reappointed, due to the condition of his 
health. Deputy R. W. Garff has told - 
his friends that he will submit his resig- 
nation to Gov. Maw, effective Dec. 31. 
CE Rumor has it that a bill will be in- 
ERVICE troduced in January to transform the 





Msurance department into a_ separate 
“with no en- 





unit of the government, 
f | tangling alliances.” 















Whats Unusual at 


MANHATTAN LIFE... 


Here is a summary of some important features in 


The Manhattan Life’s Underwriting. Why not keep it for reference. 


1) WAIVER OF PREMIUM BENEFIT AUTOMATI- 
CALLY INCLUDED in all standard life insurance issues 
without specific charge. Included are Juvenile and 
Joint Life Policies, covering disability of either life 
insured. The Waiver is effective for total and perma- 
nent disability between ages 5 and 60, and applies to 
both men and women applicants. 


2) ALL OCCUPATIONAL RATINGS REDUCED. 
Also, some occupations previously receiving rated 
Waiver of Premium Benefit now receive this at stand- 
ard rates. 


3) UNUSUAL FAMILY INCOME RIDERS. Manhattan 
offers three distinctive Family Income Riders, two of 
which may be attached to any regular policy, including 
Term. 

Unusual? Yes! Because under the Manhattan Plan 
the proceeds of the basic policy may be Paid in Cash at 
beginning of Family Income Period or may be pro- 
grammed to fit the needs of the beneficiaries under any 
optional mode of settlement! 


4) THE FAMILY SECURITY PLAN. Monthly Decreas- 
ing Term written to expire at Ages 60 to 75 without 
basic insurance required and guaranteed convertible 
prior to Age 60 for the then Commuted Value to any 
regular policy, exclusive of term. Proceeds payable in 
Income or in Cash — also excellent for use in Business 
Insurance or as mortgage cancellation. 


5) MORTGAGE PROTECTION RIDER—PLAN C: 
Monthly decreasing term, of 10, 15 or 20 years from 
effective date of policy. 
INITIAL COMMUTED VALUES 
including $1,000 of Basic Policy 





10-Year Period ........ .$2,590.00 
15-Year Period ........cccccccsccesees iesvanecgeotteireess $3,250.00 
20-Year Period ..........cccccccssscsssssccccesscsssscccees $3,835.00 - 





This Rider may be attached to any regular policy except Term. 


6) SINGLE PREMIUM LIFE AND ENDOWMENT 
In addition to Single Premium Life, 10- to 30-year 
endowments are available with Insured guaranteed the 
right to use cash values AT ANY TIME under any 
optional modes of settlement, including Life Income. 


7) COLLEGE EDUCATION & ENDOWMENT AN- 
NUITY. This newest of all Manhattan Life Contracts is 
truly exceptional in that it guarantees: 
Funds for Education PLUS 
Insurance Protection from birth to retirement 
at Ages 65—60—55 or 50 as directed, PLUS 
Waiver of Premium on child from Age 5 to Age 60 
Payor Benefits may also be included. 


8) ENDOWMENT-ANNUITY FOR WOMEN a/ same 
rates and with same benefits as for men. 

If the Insured under a Manhattan Life Policy (any 
plan) is a woman and becomes the Payee under a Life 
Income Option, the monthly life income will be the 


same as for a male Payee of the same age. 
(Does not apply to Retirement Annuity without Insurance.) 


THE MANHATTAN LIFE 


INSURAN 


COMPANY ¢ 


of NEw York, 


Home Office: 120 W. 57th St., New York 19, N. Y. 
Circle 6-3730 
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Volume Comparisons, Distorted by ‘47 CSO 
Bulge, Must Be Put in Right Perspective 





For most of the months of 1947, total 
ordinary life sales in the United States 
showed a decline from 1946, but begin- 
ning with October, largely because of 
impending CSO change deadlines, sales 
increased somewhat, and in November 
and December they increased substan- 
tially over the same months of 1946. 
Because of this pre-CSO buige, pro- 
duction for October, November and De- 
cember of this year will unquestionably 
show a marked decline as compared 
with the last quarter of last year. 

In October, 1947, total ordinary pro- 
duction was $1,290,105,000; in Novem- 
ber it was $1,258,442,000, and in Decem- 
ber it was $1,478,120,000. These three 
months were, respectively, increases of 
3%, 10%, and 24% over production in 
like months of 1946. The year 1946 was 
an exceptionally good one. The total 
production that year was $15,092,307,000, 
compared with $9,760,015,000 of ordi- 
nary in 1945. The figures become even 
more significant when compared with 
the average monthly production ot 
$564,571,000 on ordinary in the year 


ended with September, 1943; with $686,- 
542,000, in the year ended with Septem- 
ber, 1944; with $773,481,000 in the year 
ended with September, 1945. The 
monthly average on ordinary for the 
five years preceding 1948 was $880,- 
113,000. 


Well Ahead of Average 


By the end of the year total produc- 
tion of ordinary business should be well 
ahead of the five-year average and 
should be only a few points below 1947, 
which was about 2% behind 1946, the 
all-time, banner year. However, point- 
ing this out: is small comfort to the 
agent who sold $500,000 of business in 
1947 and will sell only $450,000 in 1948, 
when as a matter of fact he wanted to 
sell, not $500,000 this year, but $550,000. 

There was widespread recognition as 
war came to an end and life insurance 
sales zoomed that those were lush times 
which could not be expected to con- 
tinue forever. When the boom con- 
tinued: to develop through 1945 and 
1946, many leaders in the agency and 
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risks two forms of 


Complete information 
concerning the Berkshire's 
Total Disability Benefits is 
now available to Brokers 
and Surplus Writers 
upon request. 


If you are a full time agent 
of any company we solicit 
your surplus business only. 


INCORPORATED 1851 
HARRISON L. AMBER, President 
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- Theres FE iz the BERKSHIRE 
DISABILITY COVERAGE 


The Berkshire issues on the lives of select 
Total Disability Benefits — 
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company ranks took occasion to point 
out that the times were abnormal; that 
while incomes were at a record peak, 
production of consumer goods was far 
behind the demand, and when the lat- 
ter caught up there would be much 
stiffer competition for the agents for 
the citizen’s dollar. 


Negligible Fluctuations 


Yet there has been no great fluctua- 
tion since the peak was reached in 1946, 
and the tapering off continues to be 
negligible. That is why it is important 
to place the comparisons of the last 
quarter of 1948 with the last quarter of 
1947 in their proper perspective. 

One general agent who observes the 
business closely believes that package 
ordinary and industrial life sales are 
being affected currently the most, and 
that the estate planner is being hit the 
least—and that the decline in produc- 
tion is due chiefly to the rising cost of 
living. An interesting phenomenon, he 
noted, is that some losses in smaller 
package and industrial sales can be 
traced directly to the rise in rents. The 
$5, $10, or $15 a month more that the 
wage or salary earner has to pay above 
what he paid a year ago might have 
gone into life insurance, but now will 
not. Those living in homes they pur- 
chased before the war caused such a 
tremendous inflation in dwelling prices, 
he said, are in a better position to buy 
than those who have had to purchase 
living quarters since then, 


Estate Planner Better Situated 


Clients in the higher income brackets, 
particularly doctors, dentists, lawyers, 
business men and the like, who have 
a substantial margin between income 
and outgo still have money to put away; 
hence, the estate planner who has 
selected this sort of clientele is not ex- 
periencing any material decline in busi- 
ness. 

From the company angle, there seems 
to be a disposition to review manage- 
ment attitude toward volume, largely 
because of the rise in expenses, which 
seriously concerns 
ment. 

In reassessing standards applicable to 
company progress, some agency people 
think too much emphasis can be placed 
on volume alone. If a company is spend- 
ing too much money to get it, it might 
be much better off to write a couple 
of millions less. With the shortage of 


good manpower likely to continue 
through the foreseeable future, many 
companies are spending considerably 


more than they used to spend on re- 
cruiting, training, and developing new 
agency personnel. 


Can’t Return to Old Days 


They recognize that they could not 
return to the old days of running men 
through the mill, even if they wanted 
to, because the public is accustomed: to 
better and intelligent service from its 
insurance representatives, and the com- 
petition is such that the old style un- 
trained beginner wouldn’t have much 
chance. Probably the real reason is that 
companies simply can’t attract good 
men, in today’s competition for man- 
power, with a program of much lower 
quality than they are using today: Con- 
sequently, the increased cost in this re- 
gard is not viewed as one that can be 
modified to any appreciable extent. Any- 
way, this is one investment that will be 
yielding benefits for years to come so 
that the cost can and should be spread 
over future years. 


Promotion Stepped Up 


To aid their agents, many companies 
have stepped up their promotional activi- 
ties and have intensified their work of 
this kind in direct contact with agents 
around the country. Direct mail pro- 
grams are being undertaken and new 
promotion literature is being designed 
and distributed. Many companies are 
developing new package selling pro- 
grams, 

There is some trend to lower premium 
payment plans, and several observers 


| 
company manage- 





note the increasing competition. Ingj- 
dentally, the switch to the new CSO 
table did not influence rates in the ordi-, 
nary field to a great extent because of 
the investment element in ordinary life 
contracts. It did however reduce the 
margin in term business, and with jn. 
creased demand for term plus stepped 
up competition, companies are being 
squeezed in this field. The margin has 
thinned appreciably. There seems to 
have been a liberalizing of underwriting 
treatment, undoubtedly rising from com- 
petitive factors. 


Mutual Benefit Names 
Eldridge at Salt Lake City 


Mutual Benefit Life has appointed 
Donald C. Eldridge general agent at 
Salt Lake City, suc- 
ceeding Gordon E. 
Hanson, who re- 
signed his man- 
agerial duties in 
March to devote 
his entire time to 
personal produc- 


tion. 

Mr. Eldridge was 
a rancher in north 
eastern Nebraska 
but became _inter- 
ested in life insur- 
ance when a Guar- 
antee Mutual agent 
called to sell him 
a policy on his daughter. Mr. Eldridge 
joined Guarantee Mutual in 1937 and 
two years later joined Acacia Mutual 
in Kansas City. His personal produc- 
tion exceeded $500,000 in each of the 
years just prior to his appointment in 
1946 as manager at San Antonio. In 
February, 1947, he was promoted to 
manager at St. Louis by Acacia Mutual. 





D. C. Eldridge 





Bankers Life of Iowa trained 17 
salesmen from 14 agencies in the sec- 
ond of its four annual schools at the 
home office. 


POSTAL 
LIFE 


Now An 
AGENCY COMPANY 


Rare opportunity exists for General 
Agency and District Representatives 





Postal Life, 43 year old New York 
State company, is now organizing 
an ambitious Agency program. 


Extensive, friendly, cooperative 
Home Office assistance supplements 
an excellent portfolio of participat- 
ing life insurance. 


Modified 4 Whole Life 
Modified 5 30 Pay Life 
Whole Life 

15 through 30 Pay Life 
Life Paid up at 65 
Double Protection to 65 
Postal’s Family Protector 
Single Premium Life 

10 through 30 year Endowment 
Endowment at 60 and 65 
Retirement Income 

Term 

Juvenile . 
Standard and Substandard 
Non-Medical 


Direct inquiries are invited. 
Write, wire or phone 


Roy A. Foan 


Director of Agencies 


POSTAL 


INSURANCE COMPANY 






LIFE 


511 FIFTH AVENUE NEW YORK 17, N. Y. 
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Hits Deteatist 
Policy on National 
Health Cover 


From Ralph L. Kingsley, local agent 
of Utica, Ill.: 

In your issue of Nov. 11 I have noted 
with interest the article entitled “Wash- 
ington Again is Big Insurance Factor”. 
Referring to national health insurance, 
radical “social security” changes, etc., 
it is stated therein: “If the Democratic 
administration and congressional leaders 
choose to press for action along these 
lines there appears to be little in sight 
to prevent its consummation.” 

Don’t you think that is a defeatist at- 
titude? I do not recall of any time dur- 
ing the New Deal regime when the in- 
surance industry as a whole has really 
gone to bat and slugged it out for its 
principles of private enterprise, against 
the forces of national socialism and sim- 
jlar reactionary interests that are trying 
to destroy the foundation of the great- 
ness of this nation. I cannot at all see 
as being of any value, the ostrich policy 
of burying one’s head and waiting for 
he inevitable. 


Not Issue in Election 


National health insurance and state 
medicine did not put over the election 
for the present administration—in fact 
the general mass of the public know 
practically nothing of such matters. As 
we all know, few of the public know 
much about the common types of pri- 
vate insurance policies that they buy 
everyday, they only judge by the re- 
sults, that is loss settlements, service, 
etc. They have no such results by 
which to judge national health insur- 
ance, so the only information they 
would have about it is from government 
propaganda. 

It is surely time for aggressive action 
by all interests concerned in the preser- 
vation of private insurance. Much gov- 
ernment propaganda has been spread 
for state socialism—let the other side 
be heard from—and forcefully. 





Says Prospects Fail to 
Consider Final Expenses 


When an agent asks a prospect how 
much he is worth, the prospect rarely 
thinks in terms of what he actually has; 
that is, less taxes, debts, costs of final 
illness, lawyer’s fees, executor fees, etc. 
These minuses must be translated to 
the prospect by the agent, Harry Phil- 
lips, Jr., general agent, Engelsman-Phil- 
lips agency of Penn Mutual, New York 
City, told Metropolitan New York gen- 
eral agents and supervisors of Manhat- 
tan Life in a talk on estate shrinkage. 

Mr. Phillips cited the personal ex- 
perience of his father, who died 18 years 
ago, just prior to Mr. Phillips’ entry into 
the life business. His father had been 
il for a year and a half with special 
nurses day and night, medical specialists, 
ad expensive medicines. Telling such 
a story dramatizes and illustrates the 
need for an insurance fund to offset 
estate shrinkage. 

He urged the agents to review with 
their clients all clean-up funds that they 
had written in view of the devalued 
dollar, higher taxes, inflation and the 
mproved living scale that has been 
undertaken by most families. 





Trussell in Advertising 


Albert Trussell, formerly supervisor 
ot schools of Mutual Life, has been 
named manager of sales training for 
Kemper-Thomas, Inc., manufacturer of 
advertising specialties. Mr. Trussell 
started in the field with the Myer 
agency of Mutual Life in New York 
City. Later he became assistant direc- 
‘or of sales promotion but resigned to 
become a consultant at Life Insurance 
Agency Management Assn. in Hartford. 
1€ returned to Mutual Life in-1945 as 
director of sales promotion. 


YUM 


Favorable Business Trends 
to Continue: Thompson 


There are potent reasons why present 
favorable economic margins and _ the 
tempo of business 
in life insurance 
may be expected to 
persist for a time, 
John S. Thompson, 
president of Mu- 
tual Benefit, said at 
a dinner of the 
company’s out- 
standing first-year 
agents. 

He emphasized 
the extensive un- 
satisfied personal 
demands, especially 
in housing and au- 
tomobiles, and the 
vast amount of public spending to be un- 
dertaken when a lessening of private de- 
mands releases the needed manpower and 
materials. He also cited the pending 
defense and armament program, ex- 
tending even to western Europe. 

By no means least, said Mr. Thomp- 
son, are the social concepts which pro- 
mote full employment, high prices and 





John S, Thompson 


more even distribution of the products of 
labor. 

The talk was a feature of a two-day 
conference with company officers this 
week of the top 25 first-year, agents. It 
was held in New York City. 

Mr. Thompson emphasized that ample 
cash savings and aggressive sales proce- 
dures are essential to the expansion and 
growth of life insurance. He said in- 
creased savings of the people during re- 
cent years provide the essential means of 
support of a further expansion in’ the 
life insurance business. 


Salesmanship Important 


Mr. Thompson pointed out that ac- 
cording to estimates by the President’s 
Council of Economic Advisors the 
American people were saving at the rate 
of $11 billion a year during the first half 
of 1948 as against less than $9 billion in 
1947. 

He said these figures provide a base 
for life insurance growth “if we can in- 
duce the public to see the importance of 
such protection in competition with other 
demands on the consumer’s dollar.” 

The commanding lead which the 
United States enjoys in ownership of life 
insurance among nations of the world is 
an example of the importance of sales- 


Five-Plane Fleet to Carry 
Southland Conventioneers 


Arrangements for Southland 
Life’s 40th anniversary convention 
next year in Havana include air 
transportation from Dallas to 
Havana for the convention party 
of 250. They will be carried in a 
five-plane fleet of four-engined 
aircraft by Braniff Airways. This 
is believed to set a record in the 
mass movement by air of foreign- 
bound conventions, accordi to 
the airline. Joseph Woodward, 
vice-president and agency director, 
will handle all convention arrange- 
ments and preside at the five-day 
mee’ which will be held at 
Hotel Nacional. 





manship and savings in life insurance 
growth, Mr. Thompson pointed out. 
Economically backward countries are 
unable to sustain even a modest life in- 
surance program, however vigorous the 
sales plans. Great Britain, on the other 
hand, with substantial economic margins, 
could extend its life insurance enter- 
prises by greater sales efforts. The 
United States combines the two factors, 
he said. 
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. » - was a great door-opener to Ali Baba and the Forty Thieves. 

But the great door-opener today is The Prudential's Modified Life 5 policy — 
because the premium for the first five years is only ONE HALF the rate after 
that. 


Mr. H., for example, needed $10,000 worth of protection but felt that he could 
not afford more than $5,000 until he had an opportunity to increase his earning 
power. With the "Modified 5" he was able to own the $10,000 plan and still 
stay within his life insurance budget. 


The "Open Sesame" to clients is— 


THE PRUDENTIAL’S MODIFIED LIFE 5! 






PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


a mutual life insurance company 


WESTERN HOME OFFICE, LOS ANGELES, CALIF. 
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Engelsman Appointed 
L.U.T.C. Trustee 


Ralph G. Engelsman, general agent in 
New York for Penn Mutual Life, has 
been appointed to 
replace the late 
Walter E. Barton, 
Union Central Life, 
New York City, as 
a trustee of Life 
Underwriter Train- 


ing Council. Mr. 
Englesman was 
chairman of the 


New York L.U. 
T.C. course com- 
mitttee this year. 
Long interested in 
life underwriter 
2ducation and train- 
ing, Mr. Engelsman 
entered the business in 1919 and lectured 
on life insurance at New York Univer- 
sity from 1925 to 1931. He is author 
of eight books on life insurance and 
salesmanship. He is a past president 
of New York City and New York State 
Life Underwriters Assns. 


R. G. Engelsman 





President E. A. Roberts of Fidelity 
Mutual, who is advisory state chairman 
of the U. S. savings bond division for 





Pennsylvania, participated in the tele- 
vised ceremonies in connection with the 
placing of the original manuscript of 
“Diary of Independence Hall” in the 
museum at Independence Hall in Phila- 
delphia. That evening Mr. Roberts 
spoke on the Treasury Savings Bond 
program over a nation-wide ‘hookup. 


Charity Drive Rally Dec. 3 


The newly formed life insurance di- 
vision of the Federation of Jewish Phil- 
anthropies in New York will hold its 
first annual luncheon Dec. 3 at the Mc- 
Alpin hotel, New York City. Members 
of the committee will act as hosts to 
other life insurance men, The luncheon 
is part of the current $16%4 million 
drive. Matthew J. Lauer, general agent 
of Continental American, is chairman of 
the life insurance division. Up to this 
year there has been a single division 
that included both life and general in- 
surance men. 








Minneapolis Cashiers Elect 

Hellen Scholl of Fidelity Mutual, has 
been elected president of Minneapolis 
Life Agency ‘Cashiers Assn. J. Clyde 
Parker, agency controller of Northwest- 
ern National Life, spoke at the meeting 
last week on “Some Underwriting 
Hints.” 





first introduced 
POLICY.* 


Write for details— 


Insurance 





211 W. Wacker Drive 


PROTECTION POLICY 





MULTIPLE PROTECTION POLICIES 


March, 1940, the CENTRAL LIFE OF ILLINOIS 
itt TRIPLE PROTECTION 


Since that time the CENTRAL LIFE has made 
available to its field men the following outstanding 
Multiple Protection Plans... 


10 Year Double Protection 

20 Year Double Protection 

Double Protection to Age 65 

Triple Protection to Age 60 

Home Owners Protection—9 combinations 


AND NOW--THE MORTGAGE PROTECTOR 


The lowest cost Mortgage 
Insurance ever introduced 


CENTRAL LIFE 


OF ILLINOIS 


| Alfred Mac Arthur, President 
Founded 1905 


*So far as we can ascertain, this was the first TRIPLE 


ee 


| 


Company 


Chicago 6, Illinois 


issued by any company. 

















Tells Librarians How They 
Can Aid Executives 


NEW YORK—Keeping home office 
executives informed on up-to-date de- 
velopments in the fields of law, medi- 
cine, politics, investment, etc., and at 
the same time eliminating all but ab- 
solutely necessary reading are two of 
the important functions of a librarian, 
Donald B. Woodward, 2nd _ vice-presi- 
dent and head of the research depart- 
ment of Mutual Life, told insurance 
librarians of New York City and vicinity 
at a luncheon given by the Insurance 
Society of New York. 

The only way an executive can keep 
current, Mr. Woodward went on, is to 
have selected material funneled to him 
from the enormous volume of printed 
matter that comes into company li- 
braries. 

Approximately 20 librarians, repre- 
senting the various insurance companies 





and associations in the metropolitan 
area attended. 
Expand Local Level Payment 


On the spot payments of death claims 
on ordinary policies by field offices of 
Prudential have proved so successful the 
company has increased the maximum 
amount payable under the simplified 
procedure from $3,000 to $5,000. 

Last June Prudential extended its 
then current practice of paying through 
field offices claims on weekly-premium 
and intermediate policies to include or- 
dinary claims. Since then, 55% of all 
ordinary death claims ‘have been paid 
at the local level. 

The new payment procedure has re- 
sulted in checks being delivered on an 
average of four to five days earlier than 
if payments were made by the home 
office. 

Under the new maximum, it is esti- 
mated that about 62% of all ordinary 
claims, or $33 million annually, will now 
be paid by the 1,200 field offices. The 
only claims in the $5,000 or less cate- 
gory that will not be handled by the 
field offices are those affected by op- 
tional settlements or other conditions. 


Common Disaster Discussed 


San Antonio Life Agency Cashiers 
Assn. heard Floyd Tower, cashier of 
Equitable Society, speak on common dis- 
aster and its relation to the payment of a 
death claim. He stressed its importance 
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and where payments have been provided 
for the wife so long as she survives 
He also emphasized the need to specify 
a second beneficiary. 


Can’t Force Disclosure’. 
of Army Medical Record 


The court of appeals of Franklin 
county, O., reversing the common pleas 
court in the case of Dr. John B. Me. 
Laughlin vs. Massachusetts Indemnity. 
in which he sought indemnity for the 
loss of both eyes from a gunshot wound 
has upheld the refusal of a war veteran 
to permit any outsider to view his army 
medical service record in VA files with. 
out his consent. The court also held 
that the matter of refusal was not 4 
matter of comment before a jury, nor 
could reasons for such action be required 
of him in cross-examination. 

It was the first decision in an Qhio 
court pertaining to the federal law hold. 
ing such VA medical records to be con. 
fidential, with no disclosure except to 
the veteran himself or with his consent, 








Stassen Elected Trustee 
of Penn Mutual Life 


Harold E. Stassen, president of Uni- 
versity of Pennsylvania, former governor 
of Minnesota and prominent candidate 
for the Republican presidential nomina- 
tion, has been elected a trustee of Penn 
Mutual Life. Mr. Stassen is a graduate 
of University of Minnesota and a mem- 
ber of the bar. He attained the rank 
of captain in the navy, receiving the 
Legion of Merit and bronze star, a cita- 
tion ribbon and two battle stars. He 
was a delegate at the San Francisco 
conference of the United Nations. 


Laikin Closes Speaking Tour 


George J. Laikin, tax attorney of 
Chicago and Milwaukee, Thursday 
spoke on tax matters and life insurance 
at the Milwaukee sales congress, and in 
December will wind up his speaking 
engagements for the year by addressing 
the Certified Public Accountants Assn. 
He has made many talks this year be- 
fore insurance organizations. Mr. Laikin 
formerly handled trial of tax cases for 
the U. S. Attorney General as a special 
prosecutor. 





Laurentian Life of Canada is moving 
its head office from Levis, Que., to Que- 





These six associates of New England Mutual’s Hays & Bradstreet agency in Los 
Angeles qualified for the 1948 Million Dollar Round Table to establish a com 


pany record. Standing (left to right): 
and Frank L. Storment. 


Seated: Edward Choate, 


Alfred E. MacNeill, Frank D. Richardson 


G. Nolan Bearden and Rolla R- 


Hays, Jr. The Huppeler agency in New York City qualified five agents to take 
second honors. This year New England Mutual had 27 life and qualifying members, 
three life members and 21 qualifying members, a new record for the company. 
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Mail Order 

Trade Practice 

Conference Dec. 8 
Announcing the calling of a trade 

practice conference for the mail order 
insurance industry, to be held at Hotel 


Stevens, Chicago, Dec. 8, under super- 
vision of Commissioner Davis, federal 
trade commission said “the conference 
will be concerned with various types of 
insurance coverage, including life, health, 
accident and liability.” ; 

It will include persons and organiza- 
tions “engaged in promoting the sale of 
insurance by mail or similar means with- 
out personal solicitation by licensed 
agents.” 

FTC said the purpose of the confer- 
ence is to afford the industry opportun- 
ity to cooperate with the commission 
in establishing comprehensive trade prac- 
tice rules directed toward prevention of 
unfair methods of competition and other 
unfair or deceptive trade practices. 


Subject to be Considered 


Among the subjects for rules which 
have been suggested for conference con- 
sideration are advertising representa: 
tions and trade methods which are de- 
ceptive or otherwise unfair to the public: 
practices under which broader coverage 
and benefits are implied than those 
which actually will be obtained by the 
insured under the policy; .misrepresen- 
tations respecting insurer’s financial con- 
dition; deceptive or misleading prac- 
tices flowing from failure to disclose 
adequately unusual exceptions. limita- 
tions or conditions precedent to the 
liability of the insurer under the policy; 
concealment or deceptive non-disclos- 
ure of possible personal liability on the 
part of the insured; deception as to the 
coverage of adult health insurance poli- 
cies resulting from failure to disclose 
unusual limitations and exceptions; and 
misleading use of sample policies. 

Other subjects for rules may be pro- 
posed by members of the industry at 
the conference. 


Draft to Be Sent Out 


It ‘is stated that before final approval 
by the commission of any rules for the 
industry, a draft of proposed rules will 
be made available to all those affected 
or interested, and opportunity will be 
afforded at a subsequent public hearing 
for the presentation of their views and 
suggestions. 

William J. Thomas, FTC attorney, 
has been designated as observer and 
consultant on jurisdictional matters in 
connection with the conference. 

The commission has written all people 
and organizations it believes are inter- 
ested in a mail order insurance confer- 
ence, it is stated. 

The conference is exploratory and 
probably will be the first of a series of 
perhaps two or three additional confer- 
ences for the mail order industry, offi- 
cials say, besides a final public hearing 
Nefore approval of trade practice rules. 

Henry Miller, chief of FTC trade 
practice conference work will participate 
in the conference. : 

An FTC official said if an agent in- 
tervenes in an insurance transaction any 
time, the company concerned would not 
be included among mail order companies 
covered by the conference. 





Wins “Man-Lift” Case 


The Texas court of civil appeals at 
San Antonio reversed a lower court 
decision and held in favor of the in- 
surer in Langston vs. Employers Casu- 
alty, a case involving a double indemity 
Clam based on the contention that the 
Msured was riding in an elevator car 
at the time of his death. The appeals 
court held that the “man-lift” on which 
the insured was riding, a moving belt 
device with steps and hand-holds, was 
Not an “elevator car” in the sense con- 
templated in the double indemnity pro- 
vision, 


XUM 


New II]. Company 
Being Organized 


Plans to incorporate a new mutual 
legal reserve life company at Freeport, 
Ill. to be known as Bankers Mutual Life 
Insurance Co., were announced this 
week. It will have initial surplus of 
$300,000 and will be authorized to write 
both life and A. & H. busiftess. The 
company will be operated from the same 
place as Bankers Mutual Life Com- 
pany, which is an assessment legal re- 
serve institution, and there will be no 
change in the personnel. It is intended 
that all policyholders of the old com- 
pany will become eligible to become in- 
sured in the new company under terms 
of an agreement to be submitted to the 
Illinois insurance director. The purpose 
of the new move is to provide for the 
discontinuance of the present contingent 
premium plan, to facilitate plans for 
expanding into other states and to in- 
clude the writing of A. & H. business 
if that is eventually decided upon. 

The incorporators of the new com- 
pany are the directors of the old one, 
they being: George C. French; Russell 
S. Haight; Glenn K, Hammel; Dr. J. M. 
Linder, and Marvin F. Burt, and also 
Lewis Fauser, associate actuary and R. 


H. Matthias of the Chicago law firm of 
Ekern, Meyers and Matthias, 


Conn. General to Pay 10% 
Bonus to Employes 


Connecticut General announced lump 
sum payments to salaried employes of 
10% of basic annual salary with a max- 
imum of $600. The bonus applies to 
home office personnel, field clerical and 
claim personnel and mortgage loan field 
personnel in full-time employ since Jan. 
1, 1948, whose saaries are $10,000 or 
less. Those otherwise eligible but not 
employed by the company on Jan. 1 
or not on a full-time salary basis will 
be paid 10% of the amount paid them 
in 1948, excluding special or overtime 





pay. Payments will ‘be made early in 
January to those in active employ 
Dec. 31. 





A. & H. Men Hear Huttinger 


E. Paul Huttinger, 2nd vice-president 
of Penn Mutual Life and president of 
Sales Managers Assn., Philadelphia, ad- 
dressed the November meeting of A. & 
H. Club of Philadelphia on “Good Pay 
Doing Good.” 

In an interesting talk on salesman- 
ship, he stressed that the primary im- 


portance of selling insurance is in do- 
ing good for others by meeting the 
needs of clients, and that the monetary 
return will follow. 





Conn. Mutual 1949 Calendar 
Features U. S. Artists 


Connecticut Mutual for the 11th con- 
secutive year has published reproduc- 
tions of American works of art in its 
1949 wall calendar. It includes in full 
color the works of 12 Americon ar- 
tists. 

The various panels are: Stan Poray’s 
“Winter in Vermont,” Hans Kleiber’s 
“On the Range,” Stanley Woodward’s 
“Afternoon Shadows,” Lyn 'Godwin’s 
“Three Kittens,” Fletcher Martin’s “The 
Golden Eagle,’ Conrad Roland’s 
“Cardinals,” Charlotte J. Sternberg’s 
“Cape Cod Village,” Joseph Margulies’ 
“Waiting for the Next Catch,” Paul 
Sample’s “Janitor’s Holiday,” William 
J. Schaldach’s “Pointer and Quail,” 
Adolph Dehn’s “Winter Chores,” and 
Bruce Mitchell’s “Christmas Eve.” 

The calendar is in book form, 8 by 
10 inches, which may be opened to make 
a 10 by 16 wall calendar. All the pic- 
tures thus may be preserved instead of 
one being torn off each month. 





1. 








Flexible Family Income Plan 


The LNL career underwriter likes to. present his Company’s 
Family Income Plan because it is flexible. 


The Special F. I. rider may be added to many types 
of LNL policies, including Retirement Plans. 


2. The rider has liberal conversion privileges. 


A clean-up fund may be provided or omitted, as 
desired. 


The plan may provide a monthly income of either 
$10.00 or $15.00 per $1,000 of principal contract. 
This unusual feature allows 50% more income for 
the same amount of basic contract. | 


The flexible service which LNL agents can offer through’ their 
Company’s Family Income Plan provides another reason for our 
_ proud claim that LNL is geared to help its field men. 


The 


Its Name Indicates Its Character 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 
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IT PAYS TO 
REPRESENT 
CROWN LIFE 


Crown Life is a modern, forward- 
thinking company. It keeps pace with 
the times. It meets changing condi- 
tions promptly. Crown Life has more 
to offer, with policy plans and benefits 


“modernized” to meet today’s needs. 


CROWN LIFE 


“is INSURANCE COMPANY woth: 


Toronto—Canada 
The Crown Life is now licensed to operate in 
Alaska — California — Hawaii — Idaho — 
Indiana — Louisiana — Michigan — Minne- 
sota — Missouri — New Jersey — New Mex- 
ico — North Dakota — Ohio — Texas — 
Washington. 








LANDMARKS 
of 
DISTINCTION 


ATLANTIC LIFE 


INSURANCE COMPANY 


Organized 1899 
RICHMOND, VIRGINIA 


Directing the Way Toward Financial 
Security Since the Turn of the Century 








Stam Brightens Outlook 
for Deferred Compensation 


Deferred compensation plans funded 
by life insurance policies may have a 
brighter future than would be inferred 
from the bill which the House of Rep- 
resentatives passed last June, which 
apparently would have restricted the 
use of insurance policies. 

A letter, from Colin F. Stam, chief of 
staff of the joint committee on internal 
revenue taxation to Chairman Millikin 
of the Senate finance committee, quoted 
in “Business Security,” indicates that 
the stricture on insurance policies was 
not as tough as it appeared and that 
anyway the committee plans to reex- 
amine the provision in the bill, as Mr. 
Stam believes the provision is too re- 


One of the conditions in the bill, 
which failed to pass the Senate was that 
“no life insurance, endowment or an- 
nuity contract is at any time purchased 
or acquired by such employer for the 
purpose of providing, directly or in- 
directly, for the payments to be made 
under such contract.” The section of 
the law in which this passage appears 
is, according to Mr. Stam, a relief pro- 
vision and “it is not intended .. . to 
tax the employe as a result of a contract 
which does not meet any or all of the 
requirements of this section.” 

Mr. Stam’s letter goes on to state that 
“T personally feel that section 104 is too 
restrictive and we will reexamine it this 
fall . . . I do not believe the existing 
law taxes the employe at the time such 
insurance policy is purchased.” 


A. G. Smith New Manager 


Albert G. Smith has been appointed 
manager of Metropolitan Life’s district 
office at Fort William, Ont. James D. 
McInnes has been appointed manager of 
the Humber (Toronto) district office. 


* strictive. 








Foley Appoints McDonald 


Timothy W. Foley, general agent for 
State Mutual Life in New York City, 
has appointed Walter J. McDonald as 
supervisor. He has been with the agency 
for two years and is a veteran. 


Walsh Bar Assn. Speaker 


James L. Walsh, Jr., Dallas attorney 
and associate counsel of Southwestern 
Life, spoke at a meeting of Nueces 
County Bar Assn. at Corpus Christi, 
Tex., on “Life Insurance—Its Uses in 
Business.” 








The annual meeting of the Home Of- 
fice Life Underwriters Assn. will be 
held at Hotel Pennsylvania, New York 
city. 


Ill. Local Association Chiefs Meet 


——= 


N. E. Mutual Entering 
Housing Field in Cambridge 


New England Mutual’s first venture 
in the housing field is a 12-story apart. 
ment house in Cambridge, Mass., to 
house the families of Massachusetts Ip. 
stitute of Technology faculty members 
Said to be of unusual architectural de. 
sign, on which M.I.T. architects helped 
the ultra-modern building has among. 
other things, elevators that stop only 
on every third floor and a layout which 
permits every apartment dweller a view 
of the Charles river. 





UOPWA Asks Certification 
as Prudential Bargainer 


NEW YORK—Latest step in the con- 
troversy between the UOPWA and 
Prudential was the filing this week of 
a petition calling for the certification 
of the union as sole bargaining agent for 
its member industrial agents. The pe 
tition was filed with the national labor 
relations board. 

It also requests the NLRB to dismiss 
the petition of the National Federation 
of Insurance Agents, an A.F.L. op- 
posite number of the CIO, UOPWA, 
stating that 9,000 agents of Prudential 
have designated OUWPA as their bar- 
gaining agent. The petition also asks 
for a nationwide “consent election” of 
Prudential agents to have UOPWA 
designated as their bargaining represen- 


~ RECORDS 


FARM BUREAU LIFE—Insurance in 
force at Sept. 30 was $243,064,464, which 
is an increase of 16.5% for the first nine 
months. Written premiums rose 14.1% to 
$4,507,340 during the nine months. As- 
sets reached $20,103,020, up 16.8%. 

FRANKLIN LIFE—Production of $17,- 
700,000 of new business during October 
brought new sales to a new high of 
$161,675,000 for the year to date. Vol- 
ume for the first 10 months increased 
21.5% over the same period last year. 

The Los Angeles division holds top 
agency position and L. I. Koch, general 
agent in Pottsville, Pa., led in personal 
production for the month. : 

NEW ENGLAND MUTUAL—At the 
end of the first 10 months this year, 41 
out of the 71 agencies are running ahead 
of quota, enabling the company as a 
whole to post a 7.5% gain over 1948 
assigned quota. The Newark agency 
showed the largest percentage gain fol- 
lowed by New York-Huppeler, which 
also led in new paid for business to 
date. 

BANKERS LIFE OF IOWA—New busi- 
ness for October totaled $11,910,278 of 
which $9,563,778 was ordinary. New 
vusiness for the first 10 months amounted 
to $126,119,464 of which $100,326,444 was 
ordinary. Life insurance in force at the 
end of October totaled $1,356,373,000. 





























Locat AssociATION PresweNts aT Peortra GATHERINGC—front row, 1 to r—Robert 
R. Reno, Jr. Equitable Society, Chicago; Millard F. Bingham, Mutual Benefit, 
Springfield; Glenn W. Wright, Prudential, Danville; Roe Walker, Northwestern 
Mutual, Bloomington; W. H. Crawford, Prudential, Alton; Chester D. Walker, Great 
West Life, Decatur; W. E. Queen, Aetna Life, Jacksonville; back row, 1 to r—Gus 
Tagle, John Hancock, Peoria; Wilbur Lamond, Prudential, Aurora; Joseph V. Keat- 
ing, Prudential, Joliet; Fred B. Harris, Bankers Life of Iowa, Elgin; Earl J. Helms, 
State Farm Life, Sterling; Edward H. Hermann, Northwestern Mutual, New Baden; 
George R. Baker, Mutual Benefit, Rock Island. 
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Pension Men as Union Negotiators 


Injection of unions into pension cases 
under collective bargaining agreements 
makes an added headache for pension 
experts trying to place plans with cor- 
porations. They may find it difficult or 
even impossible to adapt themselves to 
this type of psychological warfare. Not 
only must the pension man sell the man- 
agement on the plan, as he has had to 
do in the past, but he must sell the 
management on accepting enough of 
what the union will demand to make a 
compromise possible. Then he must sell 
the union on accepting a deal that the 
management can stomach. He has to 
have plenty of endurance, too. One 
tactic, for example, is for the union ne- 
gotiating Committee to confer in relays 


AtL.I.A.M.A. Meeting 














Willard C. Brudi, President A. J. Me- 
Andless, and W. T. Plogsterth, all of Lin- 
coln National Life. ’ 





W. E. Bixby, president of Kansas City 
Life and of American Life Convention; 
Joseph R. Bixby, his son, who is in the 
Kansas City Life’s agency department; and 
Charles J. Zimmerman, associate managing 
director of L.I.A.M.A. 





Rollins Furbush, American National, and 
Jose L. Hirsh, Sun Life of Baltimore. 





W. M. Rothaermel, Pacific Mutual; John 
Witherspoon, Volunteer State Life, and 
John Ford, Pacific Mutual. 


with the management’s representatives. 
n a moderate sized corporation there 
may be only a couple of executives who 
have the authority and the knowledge 
of the plan to be able to sit in on a con- 
ference. By working in shifts a larger 
union committee can often wear down 
those on the other side of the table. 





Taking More Discounted Premiums 


Some companies are liberalizing their 
policy on the amounts of prepaid pre- 
miums they will allow in view of the 
drop in premium volume, plus the new 
channels for the investment of money 
received, such as industrial loans, busi- 
ness expansion loans, and purchases of 


business and industrial property which | 


is then leased back to the former own- 
ers for long terms. 

Prepaid premiums are especially use- 
ful in the case of a wealthy father who 
wants to purchase insurance on his son’s 
life. The father wishes to prepay the 
premiums to assure the payment of_all 
premiums prior to his decease. This 
coupled with the fact that under the gift 
tax provision in the law, allowing a gift 
of $3,000 annually to the son if the father 
is a widower or $6,000 annually if the 
son’s mother is living, makes the pur- 
chase of a policy on the son’s life with 
premium payments paid in full prior to 
the decease of the father possible. 





Managerial Posts Look Greener 


By-product of the tightening market 
for life insurance sales is the indicated 
easing of the managerial recruiting task 
for the life insurance companies. With 
post-war sales at a high level, many of 
the companies experienced difficulty in 
attracting successful producers into sup- 
ervisory or managerial capacities. Many 
managers elected to return to full per- 
sonal production. Agents who were of 
desirable quality for managerial work 
were able to make so much more in the 
field that they refused to make the 
change. This condition existed despite 
the fact that compensation for general 
agents and managers had risen a great 


“deal. Companies were forced to man- 


age some of their agencies through 
mediocre performers. However, the day 
is apparently returning when the post 
of agency head again has a strong ap- 
peal for men of calibre. 


Ball Pens Said to Aid Forgers 


Previously criticized because of the 
fading tendencies of their inks, ball-point 
pens have more recently come under 
fire because of the alleged ease with 
which signatures made with them can 
be duplicated by forgers. E. W. Stein 
and Ordway Hilton, members of the 
American Society of Questioned Docu- 
ment Examiners, in a recent issue of 
the American Bar Assn. “Journal” point- 
ed out that the only individuality that 
can be put into a signature with a ball- 
point pen is the mere forms of the 
letters, which are the easiest parts of 
a signature for a forger to imitate. 

“The forger’s hesitant uncertainty in 
the making of. a pen line has always 
been one of his formidable stumbling 
blocks, because forgery is usually a 
slow and laborious process,” these au- 
thorities point out. “With an ordinary 
pen of a sharp and flexible character, 
each hesitation in the motion of the 
pen is shown unmistakably in the de- 
fective quality of the written line. A 
signature made with a ball-point pen 
is ‘made to order’ for the forger.” 

The fugitive qualities of ball-point pen 
ink were corrected by some manutfac- 
turers. 








George A. Shucan, treasurer of At- 
lantic Life, was presented a gold watch 
by President Robert V. Hatcher in ap- 
preciation of his 40 years of service with 
the company. He started as a mail clerk. 
He is a director. 








The life underwriter fills a vital roll in the 
economy of the American way of living. In 
bringing to families and individuals the bene- 
fits of life insurance, he is enabling them to 
successfully establish a sound financial se- 


curity that endures for their lifetime. 


By helping them assure this success, the life 
underwriter builds a personally successful 
career. Great Southerners are being assisted 
in the building of such careers by a broad 
and continuing program of individual co- 
operation through personalized selling helps, 
specialized study courses and periodic home 
office training schools. Their portfolio of poli- 
cies prepares them to plan life insurance pro- 
grams to fit the needs of every family or 


individual. 


GREAT SOUTHERN 


? 
Yj INSURANCE COMPANY 


HOME OFFICE HOUSTON 1 TEXAS 
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COMMENT 





Meeting Mr. Parkinson’s Challenge 


In his talk at the L.I.A.M.A. annual fluence in behalf of its millions of policy- 


meeting last week President Thomas I. 
Parkinson of Equitable Society served 
notice on his fellow-members of the Life 
Insurance Assn. of America that he is 
going to ask them to stand up and be 
counted in the matter of continued 
pegging of long-term government bonds. 
Some may feel that this is putting the 
companies on the spot but at least the 
L.I.A. members were given nearly 
a month in which to cogitate on Mr. 
Parkinson’s proposal and come to some 
conclusion as to whether they should 
adopt it, reject it, or take some stand 
between those two courses. 

For better or for worse, Mr. Parkin- 
son’s proposed resolution is going to 
have the effect of smoking out the life 
companies’ position in the important and 
delicate matter of pegging government 
bond prices. Thus far it has seemed 
that many top executives in life com- 
pany ranks would rather not see the 
question stirred up at all. They seem to 
have gone on the hypothesis that if’ they 
kept still Mr. Parkinson would eventu- 
ally subside. But Mr. Parkinson ob- 
viously has no intention of subsiding. 
Having single-handedly drawn the 
bankers into newspaper warfare against 
the life companies he is set for a move 
that will either bring the other com- 
panies into his camp or line them up 
on the bankers’ side of the fence—un- 
less the companies do some intensive 
cerebration and come up with a well 
thought out position of their own that 
will reflect a statesmanlike regard for 
their policyholders’ interests in the 
broadest sense and from the long-range 
viewpoint. 

Maybe the result will agree with Mr. 
Parkinson’s stand. ‘Maybe it will be 
quite different. We didn’t say we knew 
the answer. 

Perhaps the whole question is so com- 
plex, with so many variables each de- 
pending on other variables, that it may 
seem hopeless to find an answer that 
doesn’t contain an overly large ele- 
ment of assumption and intuition. Yet if 
there is an answer to the inflation prob- 
lem in general and the control of gov- 
ernment bond rates in particular—an 
answer on which the ‘life insurance 
business generally can agree—it would 
seem that within the business there is 
plenty of investment acumen, economic 
insight and ‘plain common sense to ar- 
rive at a solution that if adopted would 
be a big help to policyholders and in 
any event would show that the life in- 
surance business is really using its in- 


holders and beneficiaries in this vitally 
important area. 
Certainly no feelings of delicacy are 


staying any segment of the pro-banker 
element from speaking out vociferously 


in favor of the banks’ position—which of 
course is to keep the peg. In fact, the 
same L.I.A.M.A. audience that heard 
Mr. Parkinson inveigh against the peg 
had the opportunity a couple of days 
later to hear a New York professor of 
banking come out in favor of keeping the 
peg where it is. 

Apparently feeling that 10052 is ex- 
actly the right price for long-term gov- 
ernments, this authority warned of fear- 
some possibilities should the peg be 
dropped even a little. However, this 
professor, addressing an audience of 500 
or more, none of whom had been sworn 
to secrecy, was so naive as to specify 
that his talk (except for an emasculated 
press release) was to be “off the record,” 
and this cloistered outlook may well be 
the tip-off to blind spots in the overly 
academic mind when it tries to cope 
with what is a very practical matter. 

Mr. Parkinson has laid down a simple 
and eminently plausible platform for his 
campaign: As taxpayers the citizens save 
something by keeping interest rates on 
the public debt artificially low but as 
policyholders and in many other roles 
they lose far more through the inflation 
caused by the bond peg than they gain 
through reduced taxes. 

As long as Mr. Parkinson keeps on 
expounding his viewpoint and the rest of 
the life insurance business remains silent, 
the public or large sections of it, is going 
to assume that Mr. Parkinson speaks 
for the life insurance business. Thus, 
unless the life companies take a definite 
stand on the pegging of bonds and the 
management of bond prices they are, by 
default, going to be assumed to be in 
Mr. Parkinson’s camp. 

Maybe his is the best possible camp 
to be in. If so the industry should sup- 
port Mr. Parkinson in a positive way. 
If its views differ from his it should 
state them forthrightly and aggres- 
sively. Reluctance to antagonize the 
banks should not be a deterrent. Indi- 
cations are that Mr. Parkinson has al- 
ready made the bankers about as mad 
as they can get. 

By Mr. Parkinson’s proposal and par- 
ticularly by his continuing campaign, 
the life insurance industry is presented 
with an opportunity to come up with an 
answer to the inflation problem that 
may have an important bearing on the 


country’s economic future. To a greater 
degree than in any other line of busi- 
ness the interests of life companies 
coincide with those of their customers. 
Hence no other business can so appropri- 


ately speak out as the public’s adyo. 
cate on this vital matter. 


formation, and the means of expressing 
itself. It needs only to act. 


Did the Election Affect Your Market 


Has the election really had an 
adverse effect upon your market, Mr. 
Producer? Have you actually faced a 
number of prospects and found that 
their desire to buy has been paralyzed 
or their ability to buy impaired by the 
election results? Or have you just 
heard from somebody who heard from 
somebody that, as far as the sales 
climate goes, the weather is pretty dirty 
and you had better not venture out? 
it may not be your prospects who are 


paralyzed, Mr. Producer, maybe it’s 
you, 
Sure its pleasantly melancholy to 


mope around the office, to make the 
coffee klatches extra long, bemoaning 
the fact that the election results might 
have some effect upon your politically 
conservative clients and prospects. Well, 
you've already allowed yourself the lux- 
ury of Monday morning quarterback- 
ing, of theorizing why things were and 
what they are going to be. Sure you 
can permit a certain time for recovery 
from shock, because the results of the 
voting were to many a _ businessman 
what a defeat of Notre Dame on the 
gridiron by Southwestern Wyoming 
State Teachers college would mean to 
a Notre Dame alumnus. 

This is different than the football 
ritual. Instead of being a mere spec- 
tator, you are in the game. You don’t 
have to listen to what the amateurs 
say or believe gaseous predictions. You 
can actually get in the game right now 
and find out how tough the opposition is. 
That opposition is sales resistance. It’s 
worth finding out for yourself. Some 
insurance producers who used to listen 
to the “harpies,” are finding that busi- 
ness goes on as usual. They find that 
the election dampens the client’s buying 
mood only where the producer himself 
brings it up or reads it into the situa- 
tion. One sure way to muff a sale 
is to run about shouting, “Woe is me, 
the revoiution nas come.” 

There are certainly enough real bar- 
riers in the world so that the creation 
of imaginary ones is far from necessary. 
If you talk about the market for the 
insurance being poorer, make sure that 
i¢ comes from your own experience and 
not just from what you have heard or 
you may throw some other fellow off 
the track, 

In case you think this is just chin-up, 
carry-on, stiff upper-lip sort of guff, 


there are plenty of examples of meg 
who refuse to accept bookmaker’s odds 
and are overwhelming successes. 

Dan Cahill, director of the life in. 
surance marketing course at Purdue 
university, tells of a class of fledgling 
life insurance agents which he shoved 
out into the world at a time when ex- 
perienced men were saying it was im- 
possible to sell life insurance. This was 
a year ago, five days before Christmas, 
The Guertin law changes raising the 
rates of some of the policies had gone 
or were about to go into effect in most 
companies and great amounts of life in- 
surance had been sold to beat that dead- 
line. The old experienced hands in the 
agency rooms were likely to comment 
to any newcomer, “Relax, brother, there’s 
nobody to be sold at this time of the 
year, especially this year; the Guertin 
law rush has drained the market.” 

Fortunately, the Purdue neophytes 
didn’t listen to these voices. Probably 
it was because most of the other agents 
weren’t even around the office to whisper 
into their tender ears. At any rate, mem- 
bers of this class started hitting the 
ball and finding out what the market 
was for themselves. They averaged 
$7,000 worth of life insurance sales in 
that short period before Christmas. 
They went on through the ensuing “dif- 
ficult” months up until March and kept 
up this same record, $7,000 average per 
man per week. 

If a further analogy is needed, think 
of the boy who couldn’t win, Harry 
Truman. Suppose he had just sat around 
the office and listened to what the 
“experts” in the bull pen had to say 
about his chances, instead of getting out 
on the street to find out for himself 
how tough the sales resistance was. 
What chance would he have had of 
being reelected reelected? 


PERSONALS — 


Nate Kaufman, general agent of In- 
dianapolis Life at Shelbyville, Ind., who 
entered life insurance in 1940 and has 
led the company in volume of new 
paid business in five of the last six 
years, is leading the company for 1948 
and in 10 months of the year has quali- 
fied again for the Million Dollar Round 
Table. 

The five children of C. F. Williams, 
president of Western & Southern Life, 
and Mrs. Williams have given the Cin- 
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ACCIDENT AND HEALTH 





Raise Endowment 
Fund as Memorial 
to Harold Gordon 


Excellent progress is being made in 
the establishment of an endowment fund 
to perpetuate the memory of the late 
Harold R. Gordon, managing director of 
H. & A. Underwriters Conference, to 
be known as the Harold R. Gordon 
Memorial Fund, the income from which 
will be used to establish scholarships for 
the study of accident and health insur- 
ance and for suitable recognition of 
persons who have made an outstanding 
contribution to the business. 

The initial move looking toward the 
establishment of such a fund was taken 
‘by the executive committee of the con- 
ference, which set up a committee to 
ttake charge of it, headed by L. D. 
Cavanaugh, president of Federal Life, 
tthe other members being O. F. Davis, 
Illinois Bankers Life; C. O. Pauley, 
Great Northern Life; G. A. L’Estrange, 
Capitol Life, and G. F. Manzelmann, 


North American Accident. 

The minimum amount of the fund 
was set at $10,000 and a letter was sent 
to all companies which are members of 
the conference, suggesting contributions 
based on the excess Over a certain mini- 
mum of premium income, which should 
bring the fund to that amount. Chair- 
man Cavanaugh states that the re- 
sponse has been very favorable and that 
many companies have made contribu- 
tions of two or three times the amount 
indicated. 

Mr. Cavanaugh emphasizes that par- 
ticipation is not limited to conference 
companies and that contributions from 
any individuals and corporations in any 
way connected with accident and health 
insurance will be welcomed. He feels 
that there are many companies, the 
management of which appreciates Mr. 
Gordon’s services over the years on be- 
half of accident and health insurance 
and will be glad to evidence that appre- 
ciation by financial support of this 
worthy endeavor. 


Crandall Utah Speaker 


At the November meeting of Utah 
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Fifty-Fifth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $163,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 
over $70,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $206,000,000 .. . The 
State Life offers General Agency 
Opportunities — with liberal con- 
tract, and up-to-date training and 
service facilities — for those quali- 
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A. & H. Club at Salt Lake City, D. 
Ford Crandall, superintendent of Met- 
ropolitan Life, spoke on “Work Habits.” 
He favors a prepared sales talk built 
around family needs. 

President J. P. Allein named a special 
committee to work with the club’s com- 
mittee on legislation at the coming leg- 
islature session, with F. Edward Walker, 
Mutual Benefit H. & A., as chairman. 





“New Approach” Now on 
Minimum Benefits: Downey 


LOS ANGEL ES—Commissioner 
Downey addressed A. & H. Managers 
Club of Los Angeles on the licensing 
situation in the state, particularly with 
regard to instruction of applicants for 
license, and N.A.I.C. studies on A. & H. 
regulation. 

Speaking of the uniform A. & H. 
policy which he proposed, he said: “The 
industry was dissatisfied with this ap- 
proach. Now the commissioners are 
working on a different approach to the 
problem of minimum standards and 
benefits. The matter is in the hands of 
industry committees for criticism, which 
it is hoped will be constructive. 

“We feel there should be a floor be- 
low which a policy cannot go. I am 
not prepared to say what that floor is. 
I am not concerned with the question 
of rates. That is the business of the in- 
dustry. But the situation as it now ex- 
ists in the business needs regulation to 
prevent the sale of policies giving trivial 
benefits and coverage.” 

He renewed his criticisms of so- 
called medical benefit societies in south- 
ern California, which he ‘said are frauds 
in almost all instances. 


License Examination Improved 


In connection with license examina- 
tions, he said it is difficult to get a satis- 
factory series of questions, but they 
have been greatly improved, and the 
work will go on. 

He pointed out that the statute requir- 
ing courses of study was initiated by the 
industry and not by the department. 
Since agents are licensed to sell both 
accident and health and group insur- 
ance, the department requires they be 
examined on these subjects, or at least 
have some instruction thereon. He said 
the department wants the insurance 
business conducted on a_ professional 
basis or as nearly as possible. Most of 
the trouble it has with disgruntled pol- 
icyholders arises from ignorant or in- 
dolent agents. 

Companies as a whole conduct their 
business properly, he said, but there are 
a few who do not do so and the most 


of the department’s troubles come from 
these few. 


Davis Handling Brokerage 
for Redfield Associates 


All brokerage business heretofore 
handled by Redfield Associates of Chj. 
cago now is being handled by the 
Charles H. Davis agency there. For 
some time Redfield Associates has de. 
sired to devote its entire attention to 
the development and servicing of fy] 
time producers’ business. Mr. Davis 
for 30 years has been active in accident 
and health business at Chicago and js 
widely known. He is associated with 
Redfield Associates. 

For the next two months William 
Dunphy, who has handled the brokerage 
business, will be with Mr. Davis in this 
work. 


COMPANY MEN 
Vollmann Takes Over 
Northern’s Ill.-Ind. Area 


Northern Life of Seattle 
pointed Harold C. 
Vollmann_ supervis- 
or of agencies for 
Illinois and Indiana 
with headquarters 
at 1555 West 79th 
street, Chicago. 

Mr. Vollmann, fol- 
lowing graduation 
from college, went 
into the insurance 
business in 1931 as 
general agent for 
Midland Mutual 
Life. More recent- 
ly he has been home 
office supervisor of 
Continental Assurance. 


Mutual Promotes Brion 


John P. Brion has been promoted to 
publicity assistant for Mutual Life. Mr. 
Brion is a graduate of St. John’s uni- 
versity. He has been with Mutual since 
1946. Previously he had been on the 
financial news staff of the New York 
“Times” since 1937. He was a com- 
bat navigator with a B-29 unit based on 
Guam. 


Huey Joins Baltimore Life 


J. Wistar Huey, Jr., has been made 
manager of the newly created brokerage 
department of Baltimore Life. He has 
been in the life insurance business for 
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continue to help us be... 


RAY H. PETERSON, President 
FIRST SOUTH AND MAIN STREETS 





—GIVING THANKS— 


We appreciate our agents. We realize that our company has been 
able to grow and to progress only because of the loyal 

of men who present our policies to potential niles 6 
men, in the 10 western states and the Territory of Hawaii, we are 
giving thanks at this Thanksgiving season. We know that they will 
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17 years, having started with Union Cen- 
tral as an agent. Later he became unit 
manager in Baltimore. 

In 1935 Mr. Huey joined the Balti- 
more agency of Provident Mutual Life 
as agellcy supervisor. Later he became 
manager of the Washington, D. C. 
agency of Provident Mutual. He gradu- 
ated from Johns Hopkins University in 
1923. He was in the marine corps dur- 
ing the war. 





Eastern Life Designates 
April Agency Director 

Eastern Life has named Murray 
April director of agencies. Mr. April 


has been an associate general agent 
for Continental American Life in the 
Hancel-April agency in New York City. 

Mr. April entered the business in 
1930 with Equitable Society, joining 
Continental American Life in 1935 as 
an assistant manager. He is a past 
president of the Life Supervisors Assn. 
of New York. 





MacKenzie Appointed 


George W. L. MacKenzie has been 
appointed superintendent of agencies for 
National Life of Canada. In 1933, Mr. 
MacKenzie went to the west coast and 
later became agency manager for Na- 


tional Life in Vancouver, B. C. 
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So, Texas Congress 
Held at Harlingen 


The south Texas regional sales con- 
gress at Harlingen brought out an at- 
tendance of more than 200. Melvin E. 
Palmer, Prudential, Brownsville, presi- 
dent Valley Grande association, gave the 
welcome and Harry Wood, Jr., South- 
land Life, president of the Corpus 
Christi association, was chairman for 
the morning session. 

A. R. Jaqua, Southern Methodist 
University, spoke on “The Factors of 
Success.” He cited the earnings of those 
who are attending the school, who aver- 
age $5,500 per week in sales. He cited 
the example of the salesman who called 
on a farmer who carried $25,000 insur- 
ance on his fine bull and $5,000 on him- 
self. This salesman asked the farmer if 
it would be too much for him to do to 
leave $1 a day for his wife. 

He took up the transition which has 
taken place in selling life insurance. He 
said that first policies were sold, then 
package sales to meet the depression, 
and then programs. He would have 
the salesman study changing conditions 
and cited the educational facilities now 
offered. 


Combination Agency as Career 


W. W. Cherry, assistant to agency 
vice-president of American National, 
talked on “Combination Agency as a Ca- 
reer.” He said the combination agency 
is not a catch-all and spoke of the tests 
in use by the companies for employing 
men. He emphasized the fact that the 
agent who will make himself a profes- 
sional insurance man may have a career. 
He said a career and a permanent job 
are distinct things. 

The combination agent is in a position 
to decide whether he prefers to remain 
on the debit or to go into administrative 
work. 

At the luncheon R. N. Gresham, San 
Antonio attorney, spoke on “Life In- 
surance in Estate Planning.” 

E. F. Greer, Franklin Life, past presi- 
dent of the Valley Grande association, 


was afternoon chairman. J. L. Ander- 
son, regional director, extended greet- 
ings from the Texas association and 
James A. Otlet, National Life & Acci- 
dent, San Antonio, spoke on “How I 
Prospect and Sell.” He said he took 
the list of families on his debit, number- 
ing between 500 and 600, and saw every 
family in this group, believing that since 
these people had bought from the com- 
pany once they might buy again. His 
other chief sources of prospects are new 
fathers, of whom he learns through the 
announcements in the local paper; the 
newly married, of whom he learns 
through friends or local paper announce- 
ments; new homes which he sees or 
newly bought homes of which he learns. 

George P. Montgomery, Great Na- 
tional Life, Houston, presented “My 
Philosophy of Life Insurance.” He 
called attention to the lack of knowl- 
edge on the part of the worker of what 
his sOcial security benefits will be. With 
this information as a basis he presents 
to the prospect a program which includes 
social security benefits to accomplish 
the desired end. Next to this, he placed 
NSLI, which he stated no agent can 
outsell. He said he is interested in hav- 
ing the veteran reinstate his insurance, 
for if he will not keep NSLI he will not 
keep the insurance he hopes to sell him. 





Discovering Situations 
Best Way to Make Sale 


San Antonio Assn. of Life Underwrit- 
ers, heard A. R. Jaqua, Southern Metho- 
dist University, Dallas, speak on “Situa- 
tions.” He urged that life salesmen dis- 
cover situations rather than try to fix 
the problem. He indicated that when 
the prospect is made conscious of a situa- 
tion which arouses his interest he is usu- 
ally willing to do something about it. 
Lack of development of situations, Mr. 
Jaqua stated, causes agents to miss more 
sales than they make. 

To the single man not interested in 
thrift, he would have the agent say: 
“Would you like to do something for 
your mother?” This question has pro- 
duced a number of sales for those using 








1. All standard forms of Life 
(ages 0 to 60) 


(ages 16 to 50) 


b. Surgical Indemnity Rider 


PIONEER MUTUAL 








THREE BASIC PERSONAL 
COVERAGES FOR YOUR CLIENTS 


2. NON-CANCELLABLE Health & Accident 


3. NON-CANCELLABLE Hospitalization 
(Individual or Family—ages 3 mo. to 55) 


a. Medical Attendance Indemnity Rider 


Liberal Ist & 2nd year commissions, plus 8 regular renewals, lifetime service 
fee, Social Security and Guaranteed Retirement Pension Plan. 


Openings in North Dakota, Minnesota, Montana, Wyoming, Oregon, South 
Dakota, Idaho, Iowa and Utah for General Agents and Agents. 
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That chap? He’s been one of 
my best neighbors ever since 
he built that home after his first 
boy was born. His business? 
Why, be’s a Pacific Mutual 
Man! 


YES, PACIFIC MUTUAL MEN are known in their communi- 
ties as good neighbors in the broadest sense of the term. They’re 
the kind of men people turn to instinctively for sensible counsel 
when problems arise. You'll find them, too, in every worthwhile 
civic project—youth activities, cultural, welfare and religious 
work. Good life insurance men, too, are these Field Men of Pacific 
Mutual—selected for character and aptitude; trained by men who 
know how to train; fully equipped to meet every need of their 
fellow men and women for personal financial security. The kind 
of men you like to know; like to work with; Good Americans, are 
Pacific Mutual Men. 


“There’s A Pacific Mutual Plan To Meet Every Need” 


Lheific Mutual 


LIFE INSURANCE COMPANY 


HOME OFFICE: LOS ANGELES, CALIFORNIA 
General Agencies in Principal Centers in 40 States 


LIFE INSURANCE 

ACCIDENT & HEALTH 

ANNUITIES 

COMPLETE GROUP 
SERVICE 


and, VERY important... 
THE NEW & UNUSUAL 


SAVINGS PLAN 


A Complete Package of 
Economic Security 
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Said Ollie Ostrich, with his head in a hole.. ."It’s dark in 
here”... Why bless your soul ... It’s always dark when you 
hide from the truth ... But there's a better way forsooth .. . 
To shield yourself and your family, too... From all the haz- 
ards that threaten you ... For Family 
Security throughout their days... 
Your Best Bet is B.M.A. “All-Ways.” 


Yecncss bend 
Cloowcauce Ce. 


THE HOME OF COMPLETE PROTECTION 
B. M. A. BUILDING e KANSAS CITY, MO. 











































THE DOLLAR VALUE 


This Thanksgiving Season we are indeed 
thankful for a Nation of people rich in char- 
acter and health, in native ability and indus- 
try, willing to invest their all in education and 
training and then, with typical Yankee cour- 
age and ingenuity, create for themselves a 
future guaranteed by life insurance; thankful 
that one of the greatest values in our Democ- 
racy is the dollar value on human life, for that 
people can be depended upon to work out 
their destiny in a debt ridden world. 


Life Insurance, the dollar value of human life, 
exists to organize, protect and safeguard life 
for self and dependents. 


If you are interested in the profession of the 
Life Underwriter, you will find it pays to be 
iriendly with 











PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 
Indiana 


| | | Frankfort 





it. Another suggestion is a readjust- 
ment fund to provide for the family 
of the man who has money and all the 
' insurance he needs for other situations, 
| during the period of probate, which may 
| run from three to five years. The agent 
can appeal to the desire of a couple to 
| celebrate their silver wedding with a 
trip and present a plan to provide the 
funds at the time desired. 





Decide to Hold 20 Ohio 
Caravan Sales Congresses 


COLUMBUS, O.—The state confer- 
ence here under the direction of Ohio 
Assn. of Life Underwriters decided to 
hold about 20 caravan sales congresses 
in Ohio in the spring. Already 15 local 
associations have been asked to be placed 
on the list. 

Speakers at the conference included 
Superintendent Lee Shield of Ohio, Judd 
C. Benson, Cincinnati, vice-president, 
and James E. Rutherford, executive vice- 
president of N.A.L.U. 





Wheeling, W. Va.—C. Hugh Blair, 
manager of Phoenix Mutual at Pitts- 
burgh, speaks Friday noon on ‘Motivat- 
ing Sales.” 

New Orleans—So far 78 have enrolled 
for the L.U.T.C. course. _ Instructors are 
T. C. Nicholls, New England Mutual; 
Luther M. Byrd, New York Life; Mal- 
colm Dinwiddie, Penn Mutual, and 
Frank Friedler, Home Life. 


Harrisburg, Pa.—The L.U.T.C. course 
has been started here, conducted by Prof. 
Ralph H. Wherry of Pennsylvania State 
College. : 


S. E. Missouri— Robert B. Beck, di- 
rector of field training for Continental 
Assurance, was speaker at Dexter. The 
meeting was in charge of S. C. Aber- 
nethy, president of Caruthersville, G. E. 
Evans, Bankers Life, was in charge of 
arrangements. Eight members are at- 
tending C. L. U. lectures given each 
week at Southeast Missouri State Col- 
lege at Cape Girardeau. 


Washington—At the luncheon meeting 
Monday Harold J. Cummings, president 
of Minnesota Mutual Life, spoke on 
“YKCUL APDNARG.” 

Charles I. Haycraft announced provi- 
sion for organization of a leaders club 
to which members who produce $250,000 
| business annually are eligible. Member- 
ship in the women’s quarter million 
round table was presented to Miss Lena 
Hitchcock, Connecticut Mutual, 

Announcement was made that ,the fol- 
lowing local men are members of the 
Million Dollar Round Table: Leopold 
Vv. Freudberg, Massachusetts Mutual; 
Ray Green, Equitable Society; Louis T. 
Grayson, Travelers; William L. Porte, 
Mutual Life, and Allan Rutledge, Mitch- 
ell T. Curtis, M. P. Graham, John D. 
Marsh, Daniel I. Moler, and Ray Wood- 
side, all of Lincoln National. 

Hudson County, N. J.—At a meeting 
at Jersey City, William McBride, field 
training supervisor of Metropolitan Lifé 
talked on “Today’s Prospects.” 

New Bedford—Joel M. Huberman of 
Equitable Society spoke on “Solving the 
Prospecting Problem.” Paul L. Smith, 
secretary, and Ernest A. Scholze, pro- 
gram chairman, were in charge of the 
meeting. 

Roanoke, Va.—W. W. Billips, assistant 
regional director of the State Farm com- 
panies, Richmond, told many experiences 
of his 12 years in life insurance, pointing 
out how every little characteristic of a 
client can be used effectively. 

He declared that President Truman 
has the greatest understanding of sales 
principles of any man in America today. 
“With all the odds against him, he went 
out and told a simple, plausible story 
enthusiastically and with a great deal 
of sincerity. 

“That’s exactly what you have to do to 











be successful. Go out and talk in a 
layman’s language.” 
Baltimore—E. Price Ripley, National 


Life, Roanoke, Va., spoke on integrating 
social security with personal life insur- 
ance. He said life men have, for many 
years, been advocating life insurance 
settlements on a monthly income basis 
as opposed to a lump sum. They should 
understand social security benefits and 
assist clients with them. 

Oklahoma City—Allan Gates, general 
agent of Pennsylvania Life, will speak 
Nov. 19 on “The New Look in Death 





Taxes.” ‘ 


POLICIES 


Mutual Benefit 
Keeps ‘48 Scale 


NEWARK—The same dividend scales 
used in 1948 will be continued in 1949 
by Mutual Benefit Life for policies js. 
sued on the current CSO form and 
earlier American Experience forms, 
The rate of interest applicable to funds 
left under settlement options will be 
continued at 3% and the rates on divyi- 
dend accumulations also will be main- 
tained at 3% for policies on the Amegj- 
can Experience table and 2.85% on CSO 
contracts. 


Mass. Mutual Initiates 
New Mortgage Retirement 
Rider Provision 


A mortgage retirement provision rider 
for attaching to basic policies when 
issued has been announced by Massa- 
chusetts Mutual. The benefit is an 
additional amount of insurance which 
decreases on each policy anniversary 
during a period of 10, 15, or 20 years, 
as elected, until expiry date, when the 
provision terminates. The extra insur- 
ance normally will be more than suff- 
cient to pay off outstanding balance of 
a mortgage which runs for the same 
term as rider. 

The initial additional insurance must 
be at least $4,000 and, subject to certain 
maximum limits, cannot be greater 
than three times sum insured under 
basic policy. The provision will not be 
attached to a basic policy of less than 
$2,000. 


How Premiums Are Payable 


Premiums under the rider are com- 
pleted before expiration of the mortgage 
retirement protection period as follows: 
10-year plan, eight premiums payable; 
15-year, twelve premiums; 20-year, six- 
teen premiums, After premiums for the 
rider have been completed payments re- 
duce to those payable under basic 
policy. 

The rider may be converted to a life, 
endowment or retirement income policy 
for an amount not exceeding 75% of 
additional insurance at time of conver- 
sion. The new policy will be issued as 
of date of conversion and premium will 
be that currently charged at attained 
age. Conversion may be made not later 
than end of seventh policy year on 10- 
year plan; 10th year on the 15-year plan; 
12th year on the 20-year plan. 

In event insured dies during period of 
rider coverage, benefit under rider is 
added to amount payable under basic 
policy and become payable to benefici- 
aries as policy proceeds. , 

Addition of the rider will be consid- 
ered in the case of some substandard 
risks, 











Guardian Continues Scale 


On the basis of the operating results 
in the first nine months this year, Guar- 
dian will continue its 1948 scale of 
dividends on policies issued with prem- 
ium rates in effect prior to Jan. J, 1948. 

Dividends for.1949 on the C.S.O. reg- 
ular policies will be somewhat higher 
than those shown in the _ illustrative 





PENTER'S UNDERWRITER 


Accident — Health — Hospitalization 
An indispensable adjunct to Home Office, 
Branch Office, Underwriting and Claim 
Departments. Equally indispensable in 
training old and new life, accident and 
health agents in the profitable method of 
field underwriting. 


Practical Gift to 1947 Sales Club Members 
885 pages — 6” by 9” — Illustrated 
30 Chapters Single copy $10.00 
Paramount Publishing House 
6230 Waggoner Drive Dallas 5, Texes 
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scale for issue ages 40 and over. On the 
preferred risk policies introduced in Oc- 
tober, dividends will be continued as 
originally illustrated. — 

Interest rate on dividends left to ac- 
cumulate will be 3%, or guaranteed rate 
if higher. There is no change in the in- 
terest allowed on policy proceeds left 
under an optional settlement. 





Conn. Mutual New Juvenile 
Line Has Premium Return 


Connecticut Mutual has added juvenile 
insurance with return of premiums to 
age 15, which, at present, is limited to 
New York state. These contracts pro- 
vide for payment in event of death prior 
to policy anniversary nearest insured’s 
15th birthday of an amount equal to the 
premiums paid with 2%% compound in- 
terest. Thereafter the full face amount 
of the policy is payable at death. An- 





nual premiums are: 
Life 20 End 20Pay. 20 

pd-up Pay. Age End. Yr 
Age at 65 Life 60 60 End, 
0 11.72 20.61 13.28 23.28 48.56 
1 11.88 20.89 13.62 23.73 48.51 
2 12.06 21.19 13.98 24.21 48.48 
3 12.25 21.50 14.35 24.70 48.48 
4 12.46 21.83 14.74 25.20 48.52 
5 12.67 22.17 15.14 25.73 48.58 
6 13.00 22.62 15.57 26.27 48.68 
7 13.35 23.09 16.01 26.82 48.80 
8 13.71 23.58 16.48 27.40 48.90 
9 14.09 24.08 16.97 27.99 49.01 
10 14.49 24.59 17.48 28.60 49.13 
11 14.90 25.13 18.02 29.23 49.25 
12 15.84 25.68 18.59 29.89 49.40 
1315.79 «26.25 «19.18 930.56 = 49.55 
14 16.27 26.84 19.81 31.26 49.73 
Virginia L. & C. Goes to CSO 


Virginia Life & Casualty has intro- 
duced new CSO ordinary and indus- 
trial rates. Illustrative ordinary. pre- 
miums are: 





Prudential Raises Limits 


Prudential has increased the maxi- 
mum limit of ordinary insurance from 
$300,000 to $500,000. While the $500,000 
limit for standard policies applies only 
to ages 22 to 45 inclusive, the limit on 
ages 0 to 14 has been upped to $50,000 
while other age groups and substandard 
classes have been similarly advanced. 

The maximum single premium Pru- 
dential has accepted under single pay- 
ment life policies, annuities, advance 
premiums and charges for changes in a 
policy contract, has been $100,000. This 
restriction has been applied to funds 
from any one source, regardless of how 
the funds were to be applied. The new 
interpretation provides that a_ single 
payment of $100,000 will be accepted for 
contracts on any one life. 


Prov. Mutual Juvenile Plans 


Provident Mutual now will issue 10 
payment life at ages O—4 in states 
other than New York. Death benefits 
are graded to age 5. The company has 
introduced a 20 payment life with re- 
turn of premiums accumulated at 214% 
in event of death prior to age 15 for 
use in New York alone. 


Prov. Mut. Dividends Retained 

Provident Mutual in continuing its 
Present dividend scale for all policies 
throughout 1949. 











Conn. Mutual Names Whose 


Connecticut Mutual Life has appointed 
Dr. Theodore Martin Ebers as associate 
medical director. He has been with the 
company since 1946 as assistant medical 
director. Dr. Ebers is a graduate of 
University of Nebraska college of medi- 
cine. After his internship at Chicago’s 
Presbyterian Hospital he was named 
city health officer at ‘Lincoln, Neb. Later 
he became assistant medical director of 
Pacific Mutual. He was a medical of- 
ficer in the navy. 
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LIFE AGENCY CHANGES 


_ MANAGERS 





Postal Life of N. Y. Names 
Murtaugh G. A. at Elmira 


Postal Life, New 
York, has named 
John O. Murtaugh 
as general agent for 
Elmira, Y. Mr. 
Murtaugh is a na- 
tive of Elmira. He 
graduated from 
West Point in 1924. 

He served many 
years in the army 
and was discharged 
as a lieutenant col- 
onel in 1945, when 
he entered life in- 
surance with Union 
Central. 


Pacific Mutual Appoints 
McDutffee at Long Beach 


Pacific Mutual Life has appointed 
Hugh B. McDuffee general agent in 
Long Beach, Cal. He has been with 
Pacific Mutual for the past five years, 
most recently as general agent in the 
E. A. Ellis agency at Los Angeles, where 
he has done recruiting, agency building 
and sales promotion work. 

Mr. McDuffee succeeds H. D. Steven- 
son, who recently resigned as general 
agent. 


Canada Life Names Five 


Canada Life appointed John S. Har- 
ris aS agency supervisor. W. N. Albee, 
formerly district manager of the com- 
pany’s Detroit-Wayne branch, has been 
named manager. A. M. VanHaun, dis- 
trict manager at Lansing, has been pro- 
moted to manager of that branch. W. G. 
Matthews is new manager at Pontiac. 
G. E. Stevens, formerly of Kalamazoo, 
becomes district manager at Muskegon. 
R. A. Mackey becomes district manager 
at Grand Rapids. 





J. O. Murtaugh 





New Providence Setup 


United States Life has appointed the 
Pieper & Wilder agency, under the di- 
rection of Webb W. Wilder, general 
agent at Providence, R. I. William M. 
Carew was named manager of the life, 
A. & H. and group departments of 
the agency. Mr. Carew formerly was 
branch office manager at Providence. 

Mr. Wilder began with the Stark- 
wether & Shepley agency, Providence, 
28 years ago. After four years he went 
into personal production until 1935, when 
he organized Pieper & Wilder. 


Rochester G. A. _ 


State Mutual Life has appointed W. 
Russell Forth general agent in Roches- 











ter, N. Y., effective 
Dec. 15. He suc- 
ceeds Harold H. 


Baxter who has re- 
signed to devote his 
full time to his per- 
sonal clientele. Mr. 
Forth graduated 
from New York 
University and has 
served as president 
of the Rochester 
C.L.U. and _ vice- 
president of the 
Rochester Life Un- 
derwriters Assn. 
He is a graduate of 
the managers school of L.I.A.M.A. He 
has been in the life insurance business 
for 12 years in sales and managerial 
positions in the field and home office. 
Mr. Forth joined Mutual Life as an 
agent in Rochester in 1944, becoming 
assistant manager in 1945 and training 
assistant at the home office in 1947. For 
a time he was an assistant manager of 
Connecticut General in Rochester. 





Forth 


W. R. 


Adams Brokerage Manager 


L. W. Adams has been appointed 
brokerage manager of the John 
Marsh agency of Lincoln National Life 
in Washington, D. C. An alumnus of 
Southern IIlinois Normal University, Mr. 
Adams was formerly with the Baltimore 
& Ohio Railroad in Houston and St. 
Louis, going to Washington in 1945 as 
freight representative in the traffic de- 
partment. 


Prudential Ups Mullen 


James A. Mullen, for three years an 
inspector for Prudential in the Phila- 
delphia, has been appointed a district 
manager at ‘Camden. Mr. Mullen joined 
Prudential in 1933 at Philadelphia, be- 
coming an assistant manager in 1941. 

James E. Anderson, district manager 
at Beaumont for Prudential, has been 
transferred to St. Louis. 








Glenn R. Harper, formerly agent for 
Jefferson Standard Life in Atlanta, has 
been appointed district manager for the 
same company in Albany (Ga.). He 
succeeds Ned Searcy, who was recently 
transferred to St. Louis, Mo. 


Homespun Management 
Philosphy Expressed in 
Peoria Conference 


Raleigh R, Stotz, Grand Rapids gen- 
eral agent of Mutual Benefit, and Jj. & 
Rutherford, executive vice - president 
N.A.L.U., discussed agency manage- 
ment in the general agents and man- 
agers gathering at Peoria, IIl., last 
week. Charles R. Fink, New York 
Life, head of the Peoria agency heads’ 
division, presided. 

The address of Mr. Stotz was full 
of homely sales philosophy. He be- 
lieves in close contacts with his agents; 
that the agency head’s job is a full- 
time one and if anything goes wrong 
with an agent generally it is the man- 
ager’s fault. 

“We grow men,” he said, “and have 
to be patient wth them. Mr. Stotz told 
of one of his younger agents who has 
become a “millionaire,” but 15 years 
of careful handling was necessary to 
develop him to that point. Mr. Stotz 
does not look for out-of-the-ordinary 
agency material. One of the agency’s 
“millionaires” at one time worked in 





Hats off to the 124 Honor Club 
members, each of whom paid for 
over $200,000 of new business dur- 
ing the 1947-1948 production year! 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 
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On January 25, 1867, the Equitable Life of 
Iowa was founded in Des Moines, then a- 





frontier town of 8,000 people. 


The 81 intervening years have witnessed the 
development of that pioneer enterprise into a 
national institution. In contemplating the 
completion of its first century of service, the 
Company will continue to conduct its affairs 
in the sound, constructive and progressive 


manner which Time has so thoroughly tested. 








* Life, as moderator. 





EQUITABLE = -=#fjee 
LIFE of IOWA és 
i 
Founded in 1867 in Des Moines aad add 
ote rrrrrer 





























A 


- Li 
ou 
Group =vings 





GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE-WINNIPEG.CANADA 


A Billion Dollar hicamene Established 1891 


the county courthouse for $100 a month 
Mr. Stotz said many agency heads in 
large cities who are under production 
pressure do not have the time to de- 
velop men the way he does. They must, 
as they call it, recruit on a higher level. 


Startling Statement 


Mr. Stotz said he knew few agency 
heads for whom he would care to work 
as an agent. An agency head no longer 
is a free man; all his time belongs to 
his agents. 

Another phase of his belief is that 
everything is not all right; something 
always is wrong. He avoids complac- 
ency and self-satisfaction. 

Mr. Rutherford spoke of the three- 
fold job of agency management—to edu- 
cate the public, and to make both 
aware of what the others are doing. 


Detroit Holds Panel 


Life Insurance Managers of Detroit 
held a panel of local agency leaders with 
Paul C. French, manager New York 
The panel consisted 
of Howard R. Poppen, manager Metro- 
politan; Frank W. Howland, general 
agent Massachusetts Mutual; Clifford L. 
Lundgren, manager Equitable Society; 
Charles G. Heitzeberg, supervisor Mu- 
tual Benefit. Each panel member led a 
discussion on selection, financing, new 
agent training and present organization 
training. 


Campbell Newark Speaker 


General Agents & Managers Assn. of 
Northern New Jersey will hold a lunch- 
eon meeting at Newark Nov. 29. Charles 
W. Campbell, manager of the home 
office ordinary agency of Prudential, 
will speak. 


New Corpus Christi Officers 


Newly elected officers and directors 
of Corpus Christi (Tex.) Life Managers 
Club were installed at a luncheon meet- 
ing. T. Ray Kring is president; Robert 
M. Bandy, vice-president; Robert B. 
Gossett, secretary. 





Session on Recruiting 


SEATTLE —Del Roberts Monday 
conducted a poll of agency heads to de- 
termine their decisions on seven new 
agents whose case histories have been 
studied in a series on recruiting and 
training conducted at the weekly lunch- 
eons of Life Managers Assn. 


COMPANIES — 


Union Central Life 
Fetes Veteran Employes 


W. Howard Cox, president of Union 
Central Life, welcomed 27 new members 
into the Quarter Century Fellowship at 
the annual reunion and dinner of the 
organization. This was the largest 
group ever to be admitted. Total enroll- 
ment now numbers 263. Of these, 190 
employes are still actively engaged in 
work while 73 are recipients of monthly 
checks paid under the pension plan. 
Richard S. Rust, Union Central vice- 
president and secretary, served as gen- 
eral chairman. 


Sun Life of Md. Gains 


Sun Life of Maryland passed the 
$250 million mark of insurance in force 
during October. During recent years 
the company has been engaged in a 
conservative expansion program — in- 
creasing its insurance in force more than 
$50 million since June, 1945, adding five 
new offices in the last two years, and 
entering Virginia in 1947. 

















E. J. Faulkner, president of Woodmen 
Accident and associated companies, and 
W. W. Putney, president of Midwest 
Life, are among the nominees for di- 
rectors of the Lincoln Chamber of Com- 
merce. Mr. Faulkner is now a member 
of the board. 


foe November 19, 1948 
SALES MEETS — | 
Central Life of Il. Holds 
California Sales Rally 


Leading California producers of Cen- 
tral Life of Illinois met at Furnace 
Creek Ranch, Death Valley, Cal., this 
week for the annual California “Sales 
Round-up.” The meeting was under 
the general direction of Lee R. James, 
Pacific Coast manager, and the dele- 
gation from the home office was headed 
by President Alfred MacArthur. 

The program included talks by C. D, 
Smith, W. L. Owen, Frank Miles, K, 
D. Kunkel, H. L. Burgner and Fer. 
neley Roberts, all California agents of 
the company. 

Wilbur M. Johnson, vice-president and 
actuary, discussed “Modern Trends in 
Insurance,” and Lester L. Johnson, vice- 
president and agency director, talked 
on “Today and Tomorrow’s Market for 
Life Insurance.” Benjamin Getzoff of 
the home office spoke on “Sales Stimu- 
lation.” 

Frank Bland, Pacific Coast manager 
of the National Underwriter Co., had 
as his topic, “Prestige Building and 
Package Sales.” The last session was 
an open forum. 

Time was provided to visit scenic 
spots, including a trip to “Scotty's 
Castle.” 


Fete D. C. Fields Agency 


D. C. Fields agency, Lincoln National 
Life, celebrated its third anniversary 
with an all day meeting in Springfield, 
Ill., followed by a banquet for members 
of the agency. Attending from the 
home office were A. J. McAndless, presi- 
dent, Dr. George C. Graham, assistant 
medical director, and William T. Plog- 
sterth, director of field service. The 
agency was organized in Nov., 1945. Dur- 
ing the last year it has recorded more 
than $4 million of new, paid ordinary 
business. 


AGENCY NEWS 


Marsh Agency Sets Record 


The J. D. Marsh agency of Lincoln 
National Life in Washington; D. C.,, 
led the company in October with paid 
business of $1,793,000, a new month’s 
record for any Lincoln National agency. 
C. C. Mason and D. I. Moler of the 
agency were first and second respec- 
tively for the month among all company 
agents. 




















Celebrate Record Production 


The Kansas agency of Aetna Life held 
a dinner meeting at Wichita in celebra- 
tion of $1 million production for October 
in a nation-wide production contest. 
General Agent V. B. Askew was host 
and special recognition was given the 
top eight producers: Norval Messick, 
Wichita; Harry Dembicki and Dennis 
Payne, Topeka; Paul Long, Great Bend; 
Arthur Krone, Chanute; Ivan Chubb, 
Baxter Springs; Everett Miller, Garden 
City, and T. O. McClung, Manhattan. 





Charles S. Wilson of the Mahlon B. 
Simon agency of Continental American 
Life in Philadelphia, topped all of the 
company’s agents for the month of Oc- 
tober and the year to date in both vol- 
ume and new premiums paid. 
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| AMA Urged to Solve Problems 


(CONTINUED FROM PAGE 1) 








mended for inclusion in the social secur- 
ity law. He told the agency executives 
that agents are keenly interested in the 
question otf their social security status 
and that the agents’ respect for the com- 
panies’ ability to solve the question in 
conjunction with N.A.L.U. should not 
he mistaken for lack of interest. 

Mr. Benson called attention to the 
internal revenue bureau’s refusal to pass 
on the income tax status of retirement 
funds at time of vesting before the social 





Clifford Orr H. G. Kenagy 


security question has been solved. Mr. 
Benson pointed out that there are many 
life insurance men who cannot afford to 
retire because the vesting of their com- 
pany’s contribution would result in an 
income tax in the year of vesting that 
they could not possibly pay. 


Zimmerman Cites Lutnicki Paper 


Charles J. Zimmerman, associate man- 
aging director, said that copies of the 
paper which Victor Lutnicki of John 
Hancock gave at the recent Legal Sec- 
tion meeting of the American Life Con- 
vention were being sent out by 








Holgar J. Johnson, president Institute of 
Life Insurance; Mrs. Charles J. Zimmer- 
man, wife of the associate managing direc- 
tor of L.I.A.M.A.; and Clyde J. Summer- 
hays, superintendent of agencies Benefi- 
cial Life. 





L.ILA.M.A. to all member companies. 
This dealt with the social security status 
of agents and stated that the matter was 
one for management rather than the 
legal department to decide, since the 
first question to be determined is 
whether a company wants its agents to 
be common law employes or independ- 
ent contractors, taking due account of 
all that these labels connote. 

As a word of caution Mr. Zimmerman 








S. Rains Wallace, Jr., director of re- 
search of L.I.A.M.A.; Cecil J. North, vice- 
president Metropolitan Life; and S. E. 
Miles, vice-president _ life 


department, 
Provident Life & Accident. 
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mentioned that a company might find 
itself faced with a ruling that one of its 
agents had obtained from the govern- 
ment. Asking whether the agency offi- 
cers were prepared for such an even- 
tuality, he said that one thing that the 
agency department head should do on 
getting back to his office was to come 
to a decision as to what would be done 
if the company’s agents are ruled to be 
employes under social security. He sug- 
gested that the question be discussed 
and then put up to top management so 
that the company can make up its mind 
as to what it wants to do and what it 
is prepared to do. 





EDUCATION 





Life insurance education in its various 
aspects took up most of the rest of the 
forum’s time. H. G. Kenagy, vice-pres- 
ident of Mutual Benefit Life, said that 
companies seeking college men for re- 
cruits should have a plan to “grow” 
them into the company. He pointed out 
that other companies outside the life 
field take on young men and expect to 
develop them into junior executives quite 
rapidly. In seeking talent on the cam- 
puses he said that the job should be 
handled by a home office representa- 
tive and not by a general agent, as the 
colleges much prefer the former course. 
He said that only a few companies re- 
cruit men just out of college. 

President Clifford Orr of N.A.L.U., 
who is general agent of National Life 
of Vermont at Philadelphia, said that 
the educational system has not kept pace 
with economics, that is, the handling of 
money. Liberal arts courses teach the 
student how to enjoy life and vocational 
courses teach him how to make a living 
but there is no effort to show him what 
to do with his money after he has 
made it. 

_Robert Mehr, insurance professor at 
University of Illinois, told why yniversi- 
ties don’t go in more for insurance edu- 
cation: The academic philosophy is 
against going into a field so specialized 
as insurance; most universities have one 
or two insurance courses, usually taught 
by a general economics teacher who is 
likely to look down his nose at so prac- 
tical a subject as insurance; finding 
money and personnel for insurance 
courses 1s a problem; students lack in- 
terest where insurance is taught as a 
sideline course. He praised the work of 
the Huebner Foundation in promoting 
insurance education. 


Speakers’ Bureau Planned 


Mr. Kenagy said that L.I.A.M.A. 
hopes to have a speakers’ bureau to tell 
the story of life insurance to college 
students. 

Mr. Zimmerman said a few college 
deans had been invited to Hartford and 
their reaction had been highly favorable. 
He said that at the University of Cin- 
cinnati before a lecture series on life 
insurance only three out of 150 students 
would consider life insurance as their 
first choice of a job but after three lec- 
tures all but eight said they would con- 
sider it. 

Edmund L. G. Zalinski, managing di- 
rector of the Life Underwriter Train- 
ing Council, said that the effect of edu- 
cation on the production and persistency 
of agents is more important for thé long 
pull than for the immediate results. 
Osborne Bethea, general agent Penn 
Mutual Life, New York City, who with 
Charles W. Campbell, manager of Pru- 
dential at Newark, constitute the advis- 
ory committee’ on agency management 
training of the N.A.L.U. general agents 
and managers committee, said that the 
L.U.T.C. case method is thoroughly 
sound and increases the confidence of 
the students. Mr. Campbell talked on 
the work of the advisory committee. 

Raymond H. Belknap, director of 
agencies of Occidental Life and chair- 
man of the L.I.A:M.A. committee for 


companies writing A. & H., said that 
approximately two-thirds of the A. & H. 
business is written by life companies and 
that the 51 companies that are members 
of L.I.A.M.A. account for more than 
60% of the A. & H. business that is 
done. He said it is logical for life com- 
panies to do an A. & H. business be- 
cause it is a personal coverage rather 
than property insurance. He said about 
half of the workers in this country are 
covered for some form of A. & H. in- 
surance and that in the last two years 
there has been a 40% increase in loss- 
of-time coverage and a 75% increase In 
hospitalization coverages. He said that 
having A. & H. makes a substantial de- 
crease in agency cost and facilitates re- 
cruiting and financing of new agents. | 

J. Harry Wood, executive vice-pres!- 
dent Paul Revere Life and chairman of 


the L.I.A.M.A. committee for field per- 
sonnel, said that A. & H. is the child 
of the casualty business and has ‘a cas- 
ualty philosophy in that it is subject to 
change on renewal, has the same com- 
mission year after year, and claims are 
“adjusted.” He said that the sooner the 
life insurance approach is applied to 
A. & H. the better. He pointed out 
that A. & H. has the advantage of pro- 
viding a tax-free benefit when the im- 
sured is still alive and able to appre- 
ciate it. ; 

Frank S. Endicott, personnel director 
of Northwestern University, gave some 
tips on how the companies could do a 
better job with their campus recruiting- 
His remarks were reported in an article 
in last week’s issue. 

Mr. Zimmerman presided over the 
forum. Frederic M. Peirce of the 
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More“ 
* More Security For Those 
Who Sell Security 


Is tHE MAN who sells lifetime security for 
others entitled to lifetime security for himself? 


We believe so. We believe he should get as 
good as he gives. Hence lifetime renewals in 
the Occidental agent’s contract. 


These lifetime renewals weren’t designed for 
the hit-and-run salesman whose business is 
here today and gone tomorrow. But they do 
add up for the professional underwriter who is 
building a lifetime business in life insurance. 


On his policies that persist 20 years, his com- 
pensation is increased as much as 50%. And 
the business that stays 30 years pays him a 
total commission up to twice the average 
compensation under a standard, nine-renewal 


This assures more security for the merchant 
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L.L.A.M.A. staff read the prepared aues- 
tions from a microphone about half-way 
back in the meeting room. This made it 
seem that questions were being asked 
from the floor and made the entire pro- 
ceedings appear more spontaneous. _ 


Gavels to Past Chairmen 


At the combination companies din- 
ner Guilford Dudley, Jr., Life & Casu- 
alty, chairman of the combination com- 
panies’ committee, presented inscribed 
gavels ‘to past chairmen, they being 
Paul F. Clark, president John Hancock 
Mutual, in whose absence the gavel was 
presented to Merrill Young of John 
Hancock; E. B. Stevenson, vice-presi- 
dent National Life & Accident; Harold 
M. Sitewart, vice-president Prudential; 
Olen E. Anderson, vice-president John 
Hancock, and Morton Boyd, president 
Commonwealth Life. 

Preceding the dinner there was a 
cocktail party given by President Wil- 
liam M. Dewey of ithe Edgewater Beach 
hotel for all those at the convention. 

The following day there was a break- 
fast for member companies operating in 
Canada at which S. Rains Wallace, re- 


search director of L.I.A.M.A., discussed 
Canadian recruiting experience during 
1945-47. Chairman was J. A. McAllis- 
ter, assistant general manager and di- 
rector of agencies of Sun Life of Can- 
ada. The next evening there was a din- 
ner meeting for companies having less 
than 150 million ordinary in force. 
Chairman was Harry S. McConachie, 


vice-president and _ superintendent of 
agents of American Mutual, Des 
Moines. 





“OFF THE RECORD” 


Professor Raymond Rodgers of New 
York university charged at the final 
session that certain business men have 
difficulty in facing economic realities. 
Mr. Rodgers’ charges and his delinea- 
tion of these realities were much more 
specific than can be reported, because, 
unfortunately, the meat of the remarks 
were what Mr. Rodgers and the as- 
sociation chose to call “off the record” 
as far as the press was concerned. 

What the press was permitted to re- 
port Mr. Rodgers as saying was that 

















RETIREMENT INCOME ENDOWMENT AT 65 
Male Age 35 


$477.70 Annual Deposit 


$10,000 (or cash value if greater) insurance 
$100.00 Guaranteed Monthly Income at 65 (10 Yrs. Certain) 
$27.68 Additional Income from Accumulated Dividends* 





End of Guaranteed *Acc. 
Year Cash Value Dividends 
5 $ 1,631.50 $ 234.00 
10 3,746.30 654.00 
20 8,941.40 2,083.00 
30 15,870.00 4,394.20 
A BRIEF SUMMARY: 
Guaranteed Cash Value at 65...........-..000ceeeceeeees $15,870.00 
Total Deposits to Age 65.............2cccceeeeeeeeeeeees 14,331.00 
Guaranteed Profit Plus Protection....................00: $ 1,539.00 
*Accumulated Dividends at 65.................eeseeeeeee 4,394.20 
Total Profit Plus Protection....................eeeeeeee $ 5,933.20 


*Based on Present Scale, not guaranteed. 
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business men can look in the future 
for a continuation of socially-minded 
government with heavy expenditures for 
social welfare; a huge public debt with 
staggering interest burden and enor- 
mous military expenses for an armed 
peace at best, or a war at worst. The 
speaker indicated that these develop- 
ments would result in heavy taxes and 
a larger element of government manage- 
ment in the economy in the years ahead. 

The professor commented, “It seems 
evident to me that all the economic 








Lewis W. S. Chapman, director of com- 
pany relations, L.I.A.M.A., and William M. 
Dewey, president of the Edgewater Beach 
hotel, who was made an honorary life 
member of L.I.A.M.A. 





and financial power of government will 
be marshalled to fight any serious busi- 
ness reaction, to prevent a real depres- 
sion of the 1930 type. With a great 
public debt hanging over our heads, 
with Russians waiting without and with 
their stooges boring from within, would 
you wait for a business reaction to run 
its full course? The answer is obvious. 
Whatever the government can do to 
prevent a serious depression will be 
done.” 

He declared that as a consequence 
of heavy debt and heavy expenditures, 
there will be a continuance of managed 
credit and money. A high level income 
has become a political and finanical ne- 
cessity. To an extent this will be met 
by monetary and credit management. 
There will be a cheaper dollar than be- 
fore the war, but it ‘does not mean 
that it will be too cheap, he indicated. 
He said that the dollar today is the 
cheapest there will be in the foreseeable 
future and that the nation is at the 
end of the long upward swing in prices. 


Trends Regardless of Party 
Regardless of the political party in 


power, the national government will 
continue to aid groups it considers 
economically unprivileged and_ those 
which have powerful lobbies, Mr. 


Rodgers declared. Labor will continue 
to be the fair-haired darling of the poli- 
ticians and bureaucrats. Public hous- 
ing and government - assisted housing 
will be expanded to include more of the 
low rent group, and social security 
sooner or later will be expanded, he 
indicated. 

The speaker predicted that insurance 
will be used by more people to protect 
their earning power even though pre- 
miums may be higher because of low 
interest rates, because profits will be 
smaller in the years ahead and it will 
be more difficult and take longer to 
accumulate capital. He commented that 
when the government takes a larger 
share of the income, there is less left 
for labor and capital. 

Harold J. Cummings, president of 
Minnesota Mutual, illustrated in a talk 
supported by lantern slide graphs that 
the life insurance contractual arrange- 
ment is the only hope of financial se- 
curity for the average man. He said 
that the concept should be spread that 
life insurance is income producing prop- 
erty all through the life of the insured 
as well as at his death. It is security 
not speculation. 

John Marshall Holcombe, Jr., manag- 
ing director of L.I.A.M.A., announced 
that the day was the 79th birthday of 
>. M. Cartwright, editor emeritus of 
THE NATIONAL UNDERWRITER. He ex- 


tended the congratulations of the as. 
sociation to Mr. Cartwright, who was 
unable to be present, and the audience 
responded with applause. 

The president elect of L.I.A.M.A, 
George M. Dunbar, superintendent of 
agencies of Mutual Life of Canada, 
was introduced. He was elected to the 
board of directors last year and had 
served previously on the membership, 
education and training and Canadian 
company committees. Mr. Dunbar joined 
Mutual of Canada in Hamilton, Ont, 
in 1934 as an agent. He went to the 
head office agency department in 1938 
and became assistant superintendent 
of agencies in 1939. He was named to 
his present post in 1945. J. A. Me. 
Allister, assistant general manager and 
director of agencies of Sun Life of 
Canada, and L.I.A.M.A. director, sub- 
stituted for Cecil J. North, vice-presi- 
dent Metropolitan and immediate past 
president of L.I.A.M.A., in presenting 
an inscribed gavel to Dudley Dowell, 
vice-president of New York Life, the 
outgoing L.I.A.M.A. president. 

It was announced that the next annual 
meeting of the association will be held 
at the Chateau Frontenac, Quebec. 

J. Gerald Godsoe, executive vice-presi- 
dent of the British Oil Co., Toronto, de- 
clared that in too many cases individual 
company management is failing to give 
employes a sense of participation and a 
realization of their stake in the success 
of the company or of the economic sys- 
tem in which it functions. Mr. Godsoe 
said that if a company cannot sell its 
own employes on its worthwhileness, it 
can hardly expect to sell the public. 

The speaker told of a firm which in- 
augurated a 25-year club and made a 
pretentious presentation to one of the 
qualified employes. It was then dis- 
covered that this employe did not know 
the history of the company or how long 
it had been founded. He did not know 








Gordon Nairn, Life Underwriters Assn. 
of Canada;Charles J. Zimmerman, asso- 
ciate managing director of L.I.A.M.A.; and 
Eugene C. Kelly, manager of agencies 
Home Life of New York. 





more than two of 200 products of the 
corporation. He did not know the name 
of the president, nor had he ever seen 
him. What this veteran employe did 
know was the name of his union and 
the number of his local. He knew the 
names of most of the union officers 
through information in the union pa- 
per. He ascribed four direct benefits 
to action of the union, though actually 
the union had been active in securing 
only two of them. ; 

Mr. Godsoe indicated that here, as in 
many other instances, was a case in 
which the union done a smarter job of 
employe relations than the company. 
The speaker, who is a former assistant 
general manager and solicitor for Con- 
federation Life, indicated that life com- 
panies do a better than average of em- 





——————— EE 
LIFE INSURANCE EXECUTIVE WANTED 
Man who can recruit and train agents, and 
help in closing sales. Experienced in all 
ph of ging a department. Substantial 
salary and Percentage of profits. Right man 
can make $10,000 a year. Represent a New 
England mutual life insurance company & the 
Cupege territory. Address S-37, ational 





nderwriter, 175 W. Jackson Blvd., Chicago 4 
Illinois. 
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ploye relations, but many of them still 
have much to do. Through house or- 
gans and especially through personal 
contacts, the ordinary employe must be 
made to feel “on the in,” he declared. 

Dudley Dowell, vice-president of New 
York Life and A.M.A. president, 
paid a special tribute to the late Alex- 
ander E. Patterson, president of Mutual 
Life. The assemblage voted to send a 
copy of Mr. Dowell’s tribute to Mrs. 
Patterson and to the official family of 
Mutual Life. 


Laikin Addresses 
Life, Trust Council 


(CONTINUED FROM PAGE 1) 


agreements. He warned that the income 
tax consequences depend on the terms 
of the agreement and hence if it is de- 
sired that the estate of a deceased part- 
ner should pay the income tax on the 
payments it receives from the partner- 
ship the agreement should studiously 
avoid any language indicating a pur- 
chase or sale. Such language points to 
an acquisition of the decedent’s capital 
investment and the payments to the de- 
cedent’s estate would not be deductible 
by the surviving partners. 

He suggested that the consideration 
for such an agreement be stated as the 
mutual undertaking of the parties to pay 
the specified sums to the decedent’s 
estate, since this would refute a con- 
tention that the sale of the decedent’s 
interest was the consideration. Pay- 
ments to the estate should be in the 
form of a percentage of current profits 
to strengthen the “income” theory. Pre- 
determined lump sum payments may 
raise the suspicion of a “purchase.” 

Mr. Laikin said that this type of 
agreement should be employed only 
where the capital investment is com- 
paratively small, as in most professional 
partnerships. Where the reverse is true, 
it will be difficult to convince the Treas- 
ury Department that the sum paid the 
decedent’s estate is not actually a pur- 
chase of his interest. 


Horst to South Bend and 
Adler to Terre Haute 


Vernon A. Horst, manager of Metro- 
politan’s Mansfield, O., district, has been 
transferred in ithe same capacity to 
South Bend, Ind. He has been with 
Metropolitan since 1932, starting as an 
agent at Mansfield, and in two years 
being promoted to assistant manager 
there. In 1943 he joined the company’s 
field training division, serving succes- 
Sively as instructor, supervisor, and then 
territorial division supervisor. In 1947 
he returned to Mansfield as manager. 

Samuel S. Adler, formerly a general 
assistant manager of Metropolitan Life’s 
central territory, has ‘been appointed 
manager of the Terre Haute, Ind., dis- 
trict. Prior to joining Metropolitan he 
was a salesman and owner of a whole- 
sale confectionery business. He went 
with Metropolitan as an agent at Steu- 
benville, O. in 1,929,, was transferred 
later to Toledo, and in 1932 promoted 
to assistant manager there. Two years 
later he was made general assistant 
manager for the territory. 


Hancock “Ad” Chief 


Margaret Divver, 
newly named ad- 
Vertising manager 
for John Hancock, 
has been in ad- 
Vertising work 
throughout her ca- 
reer and has been 
associate _advertis- 
ing manager of the 
company - since 
1942, 
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American National 
Names J. J. Raidy 


James J. Raidy, agency director of 
Colonial Life, has resigned to go with 
American National 
as director of in- 
dustrial agencies 
for the north cen- 
tral division. Mr. 
Raidy’s appoint- 
ment completes 
American Na- 
tional’s revision of 
its industrial agen- 
cies setup with six 
regional directors. 

The two imme- 
diately previous ap- 
pointees are Lee 
Searcy and W. AI- 
mon Lonsford, 
whose appointments were reported in 
recent issues of THE NIATIONAL UNDER- 
WRITER, 

Mr. Raidy started in insurance with 
Colonial in Brooklyn in 1932. He be- 
came assistant manager and then home 





J. J. Raidy 





A. Lonsford 


Lee Searcy w. 


office inspector in 1933. Since then he 
has served as an assistant claim man- 
ager, industrial underwriting manager, 
supervisor of field service and adminis- 
trative assistant in the agency depart- 
ment, becoming agency secretary in 
1946. He is a graduate of the L.I.A.M.A. 
management school. 





Grant Is Nebraska Speaker 


LINCOLN, NEB. — W. T. Grant, 
chairman of Business Men’s Assurance, 
addressed the November meeting of 
the Insurance Institute of Nebraska on 
the investment problems of life com- 
panies at present low interest rates. 
He also mentioned the problem of hold- 
ing down business costs under the pres- 
sure of rising expenses. R. S. Wagner, 
Omaha, institute president, conducted 
the meeting and W. W. Putney, Lin- 
coln, introduced Mr. Grant. 





Chamberlain Is Owner 


The new modern building purchased 
to house Franklin Life’s Alabama state 
offices in Montgomery was bought by 
W. W. Chamberlain, southeastern man- 
ager, for his own account and is not 
owned by Franklin Life, as was incor- 
rectly indicated in THE NATIONAL UNDER- 
WRITER for Oct. 29 in connection with 
the picture of the building.. 





Controllers Hear Wilson 


John J. Wilson, manager of Pruden- 
tial’s Boston office, spoke on “Industrial 
Financing by Purchase Lease” before 
the Hartford Control of Controllers In- 
stitute of America. a ate 





A. R. Copeland has been appointed by 
Security Life & Accident as regional 
manager for the panhandle and south 
plains territory of Texas. He has been 
with Southland Life for 16 years as su- 
pervisor and agency manager, the last 
six as manager at Amarillo. 


Joseph C. Behan, retired vice-presi- 
dent of Massachusetts Mutual Life, was 
on hand for the L.I.A.M.A. meeting in 
Chicago. He is now making his home 
with his son, Herbert G. Behan, man- 
ager of Travelers in Providence. 





Names Lichtenwalter, Reeves 


Ray F. Lichtenwalter has been ap- 
pointed general agent at Des Moines 
by Franklin Life. He formerly was 
assistant manager there for Metropoli- 
tan Life. 

John R. Reeves, formerly with Met- 
ropolitan Life at Linton, Ind:, has been 
named special representative there by 
Franklin. 


Hedges Speaks at Cedar Rapids 


Bert A. Hedges, Kansas manager of 
Business Men’s Assurance, was speaker 
at a joint meeting of the Cedar Rapids 
Life Underwriters Assn. and the Cedar 
Rapids A. & H. Underwriters Assn. 


The November 23 issue of ‘“Look” 
magazine featured an article about the 
$1 million life insurance policy in Wash- 
ington National which was taken out 
by Harding College at Searcy, Ark., on 








the life of its president, George Ben- 
son. 


Valley Assn. Hears Olson 


Delmar Olson, assistant vice-president 
and assistant counsel of Mutual Trust 
Life, spoke before the Illinois Valley 
Assn. this week on business insurance. 
Highlight of the talk was the effect of 
the descent of property on the business 
title and how a properly constructed 
buy and sell agreement can solve these 
problems. 





San Angelo (Tex.) Estate Analysis 
Council held an open meeting with Frank 
Cooper, Southwestern Life, Fort Worth, 
as. speaker. 





G. W. L. MacKenzie has been ap- 
pointed superintendent of agencies for 
National Life of Ganada. He was for- 
merly manager at Vancouver. 
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Add A. & H. to Raise 
Life Agents’ Income 


(CONTINUED FROM PAGE 3) 


efits on termination and security provi- 
sions. There was an equal division as 
between level and non-level commission 
plans, but with a wide variation on the 
other features, including size and dura- 
tion of renewals under non-level plans; 
the character of incentive or bonus 
plans, or penalties for failure to reach 
certain standards of volume and persist- 
ency, and also as to the extent and 
period of vested benefits. 

Mr. Moorhead’s closing comment was 
a word of advice that the company be 
sure to pay the agent for what it wants 
him to do. 


No Division Recognized 


W. M. Rothaermel, Pacific Mutual 
Life, speaking on “Fitting A. & H. into 
Training,” said that was no problem 
with his company, in view of its basic 
sales philosophy, stated so well by the 
late Carroll Day, that maintenance of 
income is the most important thing in 
life. It is the common denominator of 
need in the life of every man. There are 
four contingenucies that interfere with 
maintenance of income—death, old age, 
sickness and accident. Life insurance 
takes cares of the first two but Pacific 
Mutual in its combination policy puts 
them all in the same category. The new 
agent doesn’t know that there is any 
separation. He is put into the field after 
two weeks training on fundamentals, in- 
tended mainly to keep him on the beam. 
Sidestepping questions on more com- 
plicated life insurance topics, he may 
seem to some of his prospects to be 
dumb, but he is so thoroughly sold him- 
self on the basic coverage he is offering 
that usually he convinces the prospect 
too. 


Finch on Merchandising Methods 


Frank S. Finch, United Benefit Life, 
who discussed merchandising A. H 
in today’s market, dealt largely with 
direct mail and similar methods, inclu- 
ding doorhangers and telephone cam- 
paigns. He started out with a reference 
to the unexpected result of the recent 
election, which he attributed to com- 
placency, and said that is the biggest 
thing the home office has to overcome in 
selling salesmen. It has to keep its hand 
right on the pulse of the agents, as busi- 
ness is built not in the home office but 
in the field. 

On the general subject of direct mail 
for leads, he said it costs a lot of money 
and can’t ‘be carried on successfully on a 
small scale. Its primary purpose is to 
enable the agent to get his toe in the 
door. Its success is figured not on the 
basis of leads sent in, but of sales made, 
and that means collateral sales as well as 
direct sales. Many returns are from men 
73 years old, crippled or otherwise unin- 
surable. Some agents just toss those 
aside, but others make the calls any- 
way. “That man of 73 has children and 
grandchildren, and I sell them,” says 
one agent who believes in following up 
all such leads. 

In general the persistency of business 
sold from a “lead pitch” is poor with 
lapses of probably 30% on the second 
Premium payment unless there is a 
callback. Most agents working on that 
basis are unwilling to make such call- 
backs but some agencies have used a 
conservation letter for the same purpose 
With quite good results, cutting the lapse 
Percentage from 30 to 20 in that way. 
In the cards that are sent out, there is 
some question as to whether the state- 
ment should be made that a salesman 
will call, as most people are afraid of 
salesmen—afraid that they will be sold. 

Mr. Finch doesn’t believe that there 
can be a successful “lead pitch” on life 
msurance, but A. & H. brings out the 
essential selfishness and a man’s desire 
to get back something for himself. 

T. T. Wallace, president Great Ameri- 
can Reserve, who was to have spoken 


on A. & H. selling methods, was .un- 


able to be present. 
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Marital-Deduction Rules Called Fair 
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PAGE 1) 





The full text of the section dealing 
with proceeds held by the insurer under 
a life insurance, endowment or annuity 
contract with power of appointment in 
the. surviving spouse is given below. 
Also given are analogous portions of the 
regulations covering trusts, since the 
life insurance section states that certain 
of the principles applying to trusts also 
apply to life insurance proceeds. 

Proceeds held by the insurer un- 
der a life insurance, endowment, or an- 
nuity contract, with power of appoint- 
ment in surviving spouse: Section 812 
(e) (1) (G), as amended by Public Law 
869, 80th Congress, provides a special 
rule in the case of a property interest 
which passed from the decedent in the 
form of proceeds held by the insurer 
under a life insurance, endowment, or 
annuity contract, the terms of which 
satisfy the five conditions hereinafter 
stated. With respect to such proceeds, 
the expression “passed from the decedent 
to his surviving spouse” embraces not 
only the interest of such spouse under 
the contract but also the interest there- 
under subject to ‘her power to appoint. 
The five conditions which must be satis- 
fied by the terms of the contract are as 
follows: 


Wording of Five Conditions 


(1) The surviving spouse must be en- 
titled to all amounts payable under such 
contract during her life. 

(2) The proceeds must be held by the 
insurer subject to an agreement either 
to pay the proceeds in installments, or to 
pay interest thereon, annually, or more 
frequently, commencing not later than 
13 months after the decedent’s death. 

(3) The surviving spouse must have 
the power, exercisable in favor of herself 
or of her estate, to appoint all amounts 
held by the insurer under such contract. 

(4) Such power in the surviving 
spouse must be exercisable by such 
spouse alone and (whether exercisable 
by will or during life) must be exercis- 
able in all events. 

(5) The amounts payable under such 
contract must not be subject to a power 
in any other person to appoint any part 
thereof to any person other than the 
surviving spouse. 

The provisions of section 811 (e) (1) 
(G), as amended, are applicable with re- 
spect to a property interest which passed 
from the decedent to his surviving 
spouse, in the form of proceeds of a 
policy of insurance upon the decedent's 
life, a policy of insurance upon the life 
of a person who predeceased the de- 
cedent, a matured endowment policy, or 
an annuity contract, but only in case 
such proceeds are to be held by the in- 
surer. With respect to proceeds under 
any such contract which are to be held 
by a trustee, see paragraphs (b) and (c) 
of this section. As to the treatment of 
proceeds of contracts not meeting the 
above five conditions, see paragraph (b) 
(1) (iv) of this section. 

[Paragraphs (b) and (c) refer to be- 
quests and trusts. Paragraph (b) (1) 
(iv) states that “in the case of insurance 
. .. the proceeds are considered as hav- 
ing passed from the decedent to the per- 
son who, at the time of the decedent’s 
death, was entitled to receive such pro- 
ceeds.” ] 

In the case of a life insurance, endow- 
ment, or annuity contract, under which 
payments by the insurer did not com- 
mence until after the decedent’s death, 
the above-stated conditions (1) to (5), 
are not satisfied unless all amounts pay- 
able under the contract are either pay- 
able to the surviving spouse or subject to 
her power to appoint. However, in the 
case of a contractunder which payments 
by the insurer commenced prior to the 
decedent’s death, it is sufficient if condi- 
tions (1) to (5), became effective upon 
the decedent’s death, with respect to the 
entire amount of proceeds then remain- 


ing in the hands of the insurer. 


Conditions (1) and (2) are satisfied 
if, under the terms of the contract, the 





spouse thas the right exercisable, an- 
nually (or more frequently) to require 
distribution to herself of installments of 
the proceeds, or interest on the proceeds, 
as the case may be, and otherwise such 
installments or interest is to be accumu- 
lated and held by the insurer pursuant 
to the terms of the contract. The re- 
quirement that payment must commence 
“not later than thirteen months after 
the decedent’s death” will not be con- 
sidered as violated solely by reason of 
a provision that proof of death must be 
submitted before the first payment is 
made, except in cases involving unrea- 
sonable delay in submission of such 
proof. Condition (2) is satisfied where 


interest on the proceeds is payable, an- 
nually or more frequently, for a term, or 
until the occurrence of a specified event, 
following which the proceeds are to be 
paid in annual or more frequent install- 
ments. 

In determining whether the terms of 
the contract satisfy conditions (3), (4), 
and (5), the principles stated in para- 
graph (c) of this section are applicable. 

It is sufficient for the purposes of 
condition (3) if the surviving spouse has 
the unqualified power, exercisable in 
favor of herself or her estate, to appoint 
all amounts held by the insurer which 
are payable after her death. Such 
power to appoint need not extend to in- 
stallments or interest which will be paid 
to such spouse during her life. An 
example of a power which is not exercis- 
able by the surviving spouse in all events, 
as required under condition (4), is a 
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power under a policy of insurance on the 
decedent’s life which may not be effec- 
tively exercised by such spouse unless 
she is living at the time the insurer re- 
ceives proof of the death of the insured. 
Effect of disclaimer: Section ' 812 
(e) (4) (A) provides that where the sur- 
viving spouse makes a disclaimer of any 
property interest which would otherwise 
be considered as having passed from the 
B 
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decedent to such spouse, such disclaimed 
interest is to be considered as having 
passed from the decedent to the person 
or persons entitled to receive such in- 
terest as a result of the disclaimer. A 
dischaimer is a complete and unqualified 
refusal to accept the rights to which one 
is entitled. It is, therefore, necessary, 
for the purpose of section 812 (e) (4) 
(A), to distinguish between the surviv- 
ing spouse’s disclaimer of a property 
interest and her acceptance and subse- 
quent disposal of a property interest. 
For example, if proceeds of insurance 
are payable to the surviving spouse and 
she refuses such proceeds which con- 
sequently pass to an/’alternative bene- 
ficiary designed by the decedent, the 
provisions of section 812 (e) (4) (A) are 
applicable and the proceeds are con- 
sidered as having passed from the de- 
cedent to the alternative beneficiary. 
On the other hand, if the surviving 
spouse directs the insurance company 
to hold the proceeds at interest during 
her life and, upon her death, to pay the 
principal sum to another person desig- 
nated by ‘her, thus effecting a transfer 
of a remainder interest therein, such 
proceeds are considered as having passed 
from the decedent to such spouse. 


Doesn’t Matter for Non-Spouses 


However, under the provisions of sec- 
tion 812 (e) (4) (B), it is unnecessary 
to distinguish, for the purposes of this 
section, between a disclaimer by a person 
other than the surviving spouse and a 
transfer by such person. Such section 
provides that where the surviving spouse 
becomes entitled to receive an interest 
in property from the decedent as a re- 
sult of a disclaimer made by some other 
person, such interest is, nevertheless, 
considered as having passed from the 
decedent, not to the surviving spouse, 
but to the person who made the dis- 
claimer, as though the disclaimer had 
not been made. Where, as a result of 
a disclaimer made by a person other 
than the suryjving spouse, a property in- 
terest passes to a trust which meets the 
conditions set forth in paragraph (c) of 
this section, the rule stated in the pre- 
ceding sentence applies, not only with 
respect to the portion of such interest 
which beneficially vests in the surviving 
spouse, but also with respect to the por- 
tion: over which such spouse acquires 
a power to appoint. Such rule applies 
also in the case of proceeds under a life 
insurance, endowment or annuity con- 
tract, which, as a result of a disclaimer 
insurance endowment, or annuity con- 
made by a person other than the sur- 
viving spouse, are held by the insurer 
subject to the conditions set forth in 
paragraph (d) of this section. 

[Paragraph (d) is the one covering 
insurance proceeds held by the insurer 
under insurance or annuity contracts, 
with power of appointment in the sur- 
viving spouse. 

Trust with power of appointment in 
surviving spouse: In the case of prop- 
erty interests which passed from the de- 
cedent to a trust, the terms of which sat- 
isfy the five conditions stated in this 
paragraph, the expression “passed from 
the decedent to his surviving spouse” em- 
braces not only the beneficial interest 
therein of such spouse but also the in- 
terest therein subject to her power to 
appoint. (As to the treatment of trusts 
not meeting such conditions, see para- 
graph (b) (2) of this section.) The five 
conditions which must be satisfied by 
the terms of the trust are as follows: 


Conditions Applying to Trusts 


(1) The surviving spouse must be en- 
titled for life to all the income from the 
corpus of the trust. 

(2) Such income must be payable an- 
nually or at more frequent intervals. 

(3) The surviving spouse must have 
the power, exercisable in favor of her- 
self or of her estate, to appoint the en- 
tire corpus free of the trust. 

(4) Such power in the surviving 
spouse must ‘be exercisable by such 
spouse alone and (whether exercisable 
by will or during life) must be exer- 
cisable in all events. 

(5)The.corpus.of the trust must not 
be subject to a power in any other per- 


son to appoint any part thereof to any 
person other than the surviving spouse. 

In determining whether the above- 
stated conditions (1) to (5), are satis- 
fied by the terms of the trust, regard is 
to be had to the applicable provisions of 
the law of the jurisdictio governing the 

administration of the trust. For exam- 
ple, silence of the trust as to the fre- 
quency of payment wil not be regarded 
as a failure to satisfy coodition (2) in 
case the applicable law requires pay- 
ment to be made annually or more fre- 
quently. 

The surviving spouse is “entitled for 
life to all the income from the corpus 
of the trust”, within the meaning of 
section 812 (e) (1) (F), if the effect of 
the trust is to give her substantially 
that degree of beneficial enjoyment of 
the trust property during her life which 
the principles of the law of trusts. ac- 
cord to a person who is unqualifiedly 
designated as the life beneficiary of a 
trust. Such degree of enjoyment is given 
only if it was the decedent’s intention, 
as manifested by ‘the terms of the trust 
instrument and the surrounding circum- 
stances, that the trust should produce 
for the surviving spouse during her life 
such a periodically distributable income, 
or that the spouse should have such use 
of the trust property, as is consistent 
with the value of the trust corpus and 
with its preservation. ‘The designation 
of the spouse as sole income beneficiary 
for life will be sufficient to qualify the 
trust unless the terms of the trust con- 
sidered as a whole evidence an intention 
to deprive the spouse of the requisite 
degree of enjoyment. In determining 
whether a trust evidences such intention 
the treatment required or permitted with 
respect to individuals items must be 
considered in relation to the entire sys- 
tem provided for the administration of 
the trust. 

If the over-all effect of the trust is to 
ive to the surviving spouse such en- 
orceable rights as will preserve to her 
the requisite degree of enjoyment, it is 
immaterial whether such result is ef- 
fected by rules specifically stated in the 
trust instrument, or in their absence, by 
the rules for the management of the 
trust property and the allocation of re- 
ceipts and expenditures supplied by the 
State law. For example, where the State 
law does not provide for amortization of 
bond premium, a provision in the trust 
instrument for such amortization by ap- 
propriate periodic charges to interest 
will not disqualify the trust. 

Provisions granting administrative 
powers to the trustee will not have the 
effect of disqualifying the trust unless 
the grant of such powers evidences the 
intention to deprive the surviving 
spouse of the beneficial enjoyment re- 
quired by the statute.... 

The rules to be applied by the trustee 
in allocation of receipts and expenses be- 
tween income and corpus must be con- 
sidered in relation to the nature and 
expected productivity of the trust as- 
sets, the nature and frequency of occur- 
rence of the expected receipts, and any 
provisions as to change in the form of 
investments. Where it is evident from 
the nature of the trust assets and the 
rules provided for management of the 
trust that the allocation to income of 
such receipts as rents, cash dividends 
and interest will give to the spouse the 
substantial enjoyment during life re- 
quired by the statute, provisions that 
such receipts as stock dividends and 
proceeds from the conversion of trust 
assets shall be treated as corpus will not 
disqualify the trust. Similarly, provision 
for a depletion charge against income 
in the case of trust assets which are 
subject to depletion will not disqualify 
the trust, unless the effect is to deprive 
the spouse of the requisite beneficial en- 
joyment. A power in the trustee to r- 
tain unproductive property will not dis- 
qualify if the applicable rules for the 
administration of the trust require that 
the property be converted within a rea- 
sonable time and that income be given 
the spouse to compensate for undue de- 
lay in such conversion, A power to re- 
tain a residence for the spouse or other 
property for her personal use will not 
disqualify the trust. 

A trust will not qualify if its primary 
purpose is to safeguard property with- 
out providing the spouse with the re- 
quired beneficial enjoyment. An exam- 
ple is a trust the corpus of which con- 
sists substantially of unproductive prop- 
erty which the trustee is required to re- 
tain without furnishing a reasonable 
compensation to the spouse on account 
of the nonconversion of such property. 

If the surviving spouse is entitled to 
only a portion of the trust income, or 
has power to appoint only a portion of 
the corpus, the trust fails to satisfy con- 
ditions (1) and (3), respectively. How- 
ever, such conditions may be satisfied by 
one or more of several separate trusts 
created by the decedent. An undivided 
interest in property may constitute the 
corpus of a trust, and the will or a single 
trust instrument may create more than 
one trust. 

In the case of a trust created during 
the decedent’s life, it is sufficient if the 
trust satisfies conditions (1) to (5), as of 
the time of the decedent’s death irre- 
spective of whether the surviving spouse 
was entitled to the trust income, or was 
able to exercise a power of appointment 
over the corpus, during th decedent’s 


life. In the case of a trust which may 
be terminated during the life of the gyr. 
viving spouse, under her exercise of a 
power of appointment or by distriby. 
tion of the corpus to her, the trust gat. 
isfies condition (1) if such spouse is ep. 
titled to the income until the trust ter. 
minates. 

A trust fails to satisfy condition (1) jg 
the income is required to be accumulateg 
in whole or in part or may be accumy. 
lated in the discretion of any person 
other than the surviving spouse, if the 
consent of any person other than the 
surviving spouse is required as a condi. 
tion precedent to distribution of the jn. 
come, if any person other than the syp. 
viving spouse has the power to alter the 
terms of the trust so as to deprive such 
spouse of her right to the income, or jf 
any person other than the sudviving 
spouse is entitled to any part of the in. 
come during the life of such spouse, 4 
trust will not fail to satisfy condition 
(1) merely because its terms provide 
that the right of the surviving spouse 
to the income shall not be subject to 
assignment, alienation, pledge, attach. 
ment or clause of creditors. 

The terms “entitled for life” and “pay. 
able annually or more frequently,” as 
used in conditions (1) and (2), require 
that under the terms of the trust the in. 
come referred to must be currently (at 
least annually) distributable to the 
spouse or that she must have such com- 
mand over the income that it is virtually 
hers. Thus, conditions (1) and (2) are 
satisfied in this respect if, under the 
terms of the trust instrument, the spouse 
has the right exercisable annually (or 
more frequently) to require distribution 
to herself of the trust income, and other. 
wise the trust income is to be accumu- 
lated and added to corpus. Similarly, as 
respects the income for the period be- 
tween the last distribution date and the 
date of the spouse’s death, it is sufficient 
if such income is subject to the spouse's 
power to appoint. 

A trust created under the decedent's 
will is not to be regarded as failing to 
satisfy conditions (1) and (2) merely be- 
cause income payments to the surviving 
spouse are not to commence in advance 
of the distribution of the trust property 
to the trustee by the executor, unless 
the executor is authorized or directed to 
delay distribution to the trustee beyond 
the period reasonably required for ad- 
ministration of the estate. 

In order to satisfy condition in (3), 
the power of the surviving spouse to ap- 
point the entire corpus free of the trust 
must fall within one of the following 
categories: 

(i) A power so to appoint exercisable 
in her own favor at any time during life 
(as, for example, an unlimited power to 
invade). 

(ii) A power so to appoint exercisable 
in favor of her estate. 

(iii) A combination of the powers de- 
scribed under subdivisions (i) and (ii). 
For example, the surviving spouse may 
until she attains the age of 50 years 
have a power to appoint to herself and 
thereafter have a power to appoint to 
her estate. However, condition, (4) is 
not satisfied unless irrespective of when 
the surviving spouse may die any 
amounts remaining unpaid will at the 
time of her death be subject to one or 
the other such power. 

The power in the surviving spouse 
must be a power to appoint the corpus 
to herself as unqualified owner or to 
appoint the corpus as a part of her es- 
tate, that is, to dispose of it to whom- 
soever he pleases. Thus, if the sur- 
viving spouse entered into an agree- 
ment with the decedent to exercise the 
power only in favor of their issue, con- 
dition (3) is not met. The trust will 
not be regarded as failing to _ satisfy 
condition (3) merely because takers in 
default of the surviving spouse’s ex- 
ercise of the power are designated by 
the decedent. The decedent may pro- 
vide that in default of exercise of the 
power, the trust shall continue for an 
additional period. 

In order for condition (4) to be sat- 
isfied, the power in the surviving spouse 
to appoint the corpus to herself or to 
her estate must be exercisable without 
the joinder or consent of any other per- 
son. In addition, such power, if ex- 
ercisable at any time during life, or, 
if exercisable by will, must be fully 
exercisable irrespective of the time of 
her death. An example of a power 
which will not satisfy condition (4) is 
a power exercisable by the spouse un- 
less she shall remarry. 

The trust will fail to satisfy condi- 
tion (5) if the decedent created 4 
power in the trustee, or in another 
person, to invade the corpus of the 
trust for the benefit of any person other 
than the surviving spouse. However, 
only powers in other persons, which are 
in opposition to that of the surviving 
spouse will cause the trust to fail to 
satisfy condition (5). For example, 45- 
sume that a decedent created a trust, 
designating his surviving spouse as in- 
come beneficiary for life and as donee 
of a power to appoint the corpus. The 
decedent further provided that in the 
event the surviving spouse should die 
without having exercised the power, 
the trust should continue for the life 0 
his son with power in such son to by 
point the corpus. Since the power If 
the son could become exercisable only 
after the death of the surviving spouse, 
the trust is not regardee as failing t° 
satisfy condition (5). 
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SAYS MRS. CLAY KING 
Paducah, Kentucky 


“Three strikes and out just never was in Clay’s rule 
book. In his mind’s eye he saw the kind of job he 
must have to do his best and even three unsuccessful 
attempts to find it didn’t discourage him. How glad 
| am for that determination! Without it we would 
never have discovered this wonderful way of life! 
"When we were first married, Clay was farming with his father, but 
he didn’t seem too satisfied with this father-son business arrangement 
so he tried his hand at retail selling. It wasn't long, though, until the 
low salary and poor prospects for advancement prompted him to take 
a job selling automobiles on a commission basis. In this job, Clay's 
energy could determine his salary through hard work, yet he still held 
to the idea of achieving greater personal independence. Then, quite 
unexpectedly, he had a demonstration of the Organized Sales Plan 
and he knew his search was over! Minnesota Mutual offered him that 
sought-for position. 

"Clay was highly successful from the start and it was gratifying to see 
what a difference being on his own made in his work. When he was 
called into Army service for three years, his business was admirably 
looked after by the Agency and none of his clients suffered through 
lack of service. Things were so well taken care of for him that when 
he came back he said it seemed just as if he had only been on a short 
vacation. 

“It’s really a vacation all the time for David, our son, and me with such 
a contented man in the house. To feel so proud of his work is a grand 
feeling, and it’s a grand feeling to have the wonderful income which 
gives us our beautiful new home and countless other luxuries-life is 
truly ‘fit for the Kings’ today!” 





The Minnesota Mutual » 


Life Insurance Company 


SAINT PAUL 1, MINNESOTA 
Organized 1880 
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On July 2, 1941, Clay King decided that his future lay 
with The Minnesota Mutual. In his seven year-association 
with the Ralph H. Parsons Agency at Louisville, he has 
been a constant producer of quality business with the 
exception of his Army years. He is a member of the M 
Club and in 1947 received 6% of first year commissions 
in extra CLUB CREDITS as a quality award. The 
Company's exclusive Organized Sales Plans-used so 
effectively by many Minnesota Mutualites-assure Clay 
of continued dynamic selling ability. 
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